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FORD—THE NAME OF EVERYTHING FINE IN FLUSH DOORS 


Low COST CUSTOMER 


of = SATISFACTION 
HIGH QUALITY ~~ aud... 


CONSISTENT 
DEALER 
PROFITS! 








Get all the advantages of a 
fine flush door at lowest cost. 


Volume-produced Ford Birch Doors are 
designed intentionally to sell at a mini- 
mum price — with no sacrifice of quality. 
This guarantees customer satisfaction; it 
means consistent high profits for you! 
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All-wood 7 ply construction to resist warpage, Two lock blocks for hanging on either side — | i} 
add strength and rigidity — Beautiful 3 ply 1/20 Precision cut, perfectly sanded — Air vents top i ey 
Birch veneers to make any home, office, apart- and bottom — Quality materials and workman- ess 
ment, etc. more attractive — Bonded with water ship throughout! 

resistant glue — Exterior or interior models — 


DISTRIBUTORS — Valuable Ford Flush Wood Door 
franchises still available in some areas. Write today 
for complete information about this profit opportu- INVESTIGATE NOW! WRITE TODAY FOR 


— FULL DETAILS ABOUT FORD FLUSH DOORS. 
RETAILERS — Ask us for the name of your nearest 
distributor. 
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O VU R P t A T F O R M 


1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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Down goes the 
dead load— 
with 
Lite-Mix 


is a ready-mixed fibered gypsum plaster 
containing expanded Perlite—one of the very lightest 
aggregates. It needs no sand—requires only water at 
the job site. is easier to spread—with less 
droppings—because it’s made with Certain-teed 
Plastisized* Plaster. 


Besides offering a 50 per cent lighter plaster base coat, 

provides greater insulation and higher fire 
resistance than ordinary sanded plasters. It’s a cinch 
to handle, applies easily and quickly. 


For lightweight walls and ceilings, Lite-Mix is your 
plaster ! 


*Registered trade name of Certain-teed Products Corporation 
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REG. U.S. PAT. OFF, 


Quality made Certain... Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 East 42nd Street, New York 17, N.Y. 
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50% LIGHTER ON THE WALL! 
LIGHTER ON THE JOURNEYMAN’S ARM! 
AND LIGHTER ON THE CONTRACTOR'S 
POCKETBOOK! 
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ASPHALT ROOFING + SHINGLES + SIDINGS 

ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER ¢ LATH » WALLBOARD + ROOF DECKS 
ACOUSTICAL TILE INSULATION — FIBERBOARD 
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WASHINGTON REPORT 














Copper and Aluminum. Some days ago the orders 
limiting the use of these metals in residence 
coustruction got in front of a roundhouse swing 
that was tossed at them by NPA. They haven’t 
been the same since; which of course was the 
intention. Sure enough, that king-size poke 
wasn’t a knockout; but the NPA says that for 
most practical purposes the revised order has 
li‘ted the restrictions on the use of copper and 
aluminum in construction. 


Eased regulation. The earlier rules are not 
changed in regard to using these metals in 
building facilities for recreation, entertainment 
or amusement. But in home construction a 
builder may use 275 pounds of aluminum and 
200 pounds of copper. And copper may be used 
in gutters and downspouts.. What a change! 


Much more copper is being imported; and of: 


course there’s the loss of a good many million 
tons of steel, because of the strike. 


House building. Ben H. Hazen, President of the 
U. S. Savings and Loan League, thinks the 
house-building boom is more or less slowing 
down and will drop below the million-a-year 
figure for the next several years. He ought to 
know, if anybody does. In fact he hopes there 
will be this decline! He refers to “the mistakes 
of over-production on housing made in 1927, 
1928, and 1929.” He thinks replacement de- 
mand will decline, because the bulk of Ameri- 
can homes are relatively new. 


Growing families. This seems to be an era of the 
larger family; and not so many houses built 
during the past five years are capable of shel- 
tering a family group consisting of five, six 
or even more people. This page is told that 
one reason houses in the older areas of cities 
are being reconditioned is that these residences 
have more, and larger, rooms. Think of asking 
a housewife to prepare food for, say, five chil- 
dren in one of those “just darling little kitch- 
ens” the size of a bird cage and to feed them in 
«2 dining alcove not big enough in which to 
spank a cat. Cotton Northup, as you know, ex- 
peets quite a lot of modernization, recondition- 
ing and expansion of Gay 90 houses during this 

next decade. 


Re«!-estate credits. A lot of confusion and uncer- 
tainty about credit controls in this field; even 
with, or maybe because of, the great amount 
of argument over Regulation X. A good many 
would-be home owners are getting hopelessly 
confused trying to guess whether it’s going or 
coming. If they wait, maybe Reg. X will get 
cut down to boy size, next October. But if so, 
and bankers make bigger loans, there may be a 
rush to build, new shortages of' important mate- 
rials, and trouble in finding a contractor. Also, 
after the passing of another three months, 
house building might go back to the old version 
of Reg. X. What to do! 
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Midwest policy. Dealers in this section are ad- 


vising customers that guessing is a poor shake; 
that, while the customer muses, the costs of 
labor and materials continue to rise. The offi- 
cial credit restrictions imposed upon a given 
sale are the ones in effect when title to the 
property is transferred. | 


How it works. Suppose a prospective owner ar- 


ranges at this time, when the Regulation X 
terms are a bit rugged, to have a construction 
company build him a house. He’s to buy it when 
it’s finished. We’ll say he gets title next fall, 
after Regulation X has been relaxed. Then these 
relaxed terms will apply to the transaction; 
even though they were not in effect when he 
made the arrangement to buy. , 


OPS pricing rules. The NRLDA has made a care- 


ful and extensive study of dealer pricing prac- 
tices under OPS regulations. The National did 
a fine piece of work, covering the whole field. 
But it’s a complicated question and too exten- 
sive for more than a brief mention here. 


The freight pass-through. This is one matter that 


is frequently asked about. Retailers, buying 
from manufacturers who are still pricing under 
GCPR, have an optional method by. which they 
may pass on to their own customers the freight 
increases passed to them by these manufac- 
turers. It is Section 6 of S. R. 106; and it per- 
mits a retailer, buying under such circum- ° 
stances, to determine the percentage by which 
the net delivered cost, to him, has been in- 
creased by these freight raises. Then he may 
adjust his ceiling prices by this exact per- 
centage. 


Dealer’s choice. He has the further option of 


using the terms of S. R. 29; but he must choose 
between S. R. 29 and S. R. 106. If he chooses 
S. R. 29, he may apply his base period percent- 
age markup to his landed cost. This landed 
cost includes, of course, the increased freight 
charges and also any lawful increases in the 
manufacturer’s prices that have gone into effect 
after the dealer’s own prices were established. 


Only for building products. S. R. 87 was issued 


to apply to lumber and lumber products. Like 
S. R. 29, it operates by adding the dealer’s base 
period percentage markup to his landed cost. 
But if a dealer chooses S. R. 87, he must cal- 
culate all his lumber and _ lumber-products 
prices by the formulas set up in that regula- 
tion. This regulation has certain broader fea- 
tures applicable only to forest products. Under 
the terms of S. R. 29, a dealer may use the 
formula to adjust an individual item, leaving 
the remainder of his lumber and building mate- 
rials under GCPR. But not if he chooses to 
make use of S. R. 87. In that case he must 
calculate all lumber and lumber products under 
the 87 formula. The most common objections 
to 29 and 87 is that they involve much extra 
accounting work. 
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NEWS BRIEFS 


Ready to buy. The recent door-to-door survey by the Univer- 
sity of Michigan confirmed the general feeling of retailers that 
people now are in a better mood to buy. 


The reasons: Consumers felt that prices are “about right” 
and there’s no point in waiting for future price cuts. Also, goods 
are readily available and there’s no fear of shortages, but people 
still want “real value” for their money. Finally, the easier install- 
ment terms encourage buying. 


Mild inflation. The steel settlement will mean higher prices 
at the retail level and eventually boosted prices for aluminum, 
copper, zinc and other metals. Advances, however, will be ex- 
tremely moderate. 


Wages up, too. Unions are already discussing ways to reopen 
their contracts following the steel wind-up. Industries affected: 
metals, transportation, electrical and building. John L. Lewis is 
in there too, but he’ll probably settle for 25 to 30 cents more per 
hour. 


Fewer strikes. Manufacturers who watched the long steel 
strike have decided to agree to reasonable wage increases without 
haggling. They can’t afford delays in the competitive market just 
ahead .. . and they know small increases can be swiftly passed 
on to the public without too many complaints. 


Enough Title I for ’52. There were wild rumors that FHA 
home improvement loans would not be available after August 1. 
The agency flatly denies the story and reports that they will use 
repayments on Title I loans, $75 million a month, to keep operat- 
ing the rest of the year. Incidentally, home improvement loans 
did come very close to the authorized limit of $1,250,000,000 in 
July, showing the tremendous growth of this type of business. 


New FHA interest rate. In spite of denials there is persistent 
talk among bankers that the FHA interest rate will be raised 
from 4 to 414 percent. Perhaps government circles don’t like the 
newest figures through May of this year. Federal backed mort- 
gages were less than $600 million as compared to $1.1 billion for 
the same period of 1951. This in the face of a rise from $6.7 billion 
to $7 billion in private financing. Not so good in political year. 


Baffling Regulation X. Two factors are worrying builders 
planning for the Fall season. One, estimates that will end the 
regulation are nation-wide and any efforts by builders in one area 
to keep production down could be offset by lack of restraint else- 
where. Two, the term “non-farm” dwellings includes public hous- 
ing whose volume is controlled by the government. The solution: 
builders are suggesting relaxation of Regulation X on an area basis 
and the elimination of all public housing from the test period. 


Building and Rent Control. By September 30, cities not in 
critical housing areas must decide if they wish rent controls to 
continue. And if they say yes, the controls will be extended to 
April 30, 1953. Renters now see clearly that Federal controls will 
soon be washed up and a brisk spurt of new home sales to this 
group has been reported. 


New Plywood Managing director. W. E. Difford, Seattle, has 
been named managing director of the Douglas Fir Plywood Assn. 
The announcement of Difford’s appointment, effective Sept. 1, was 
made by E. W. Daniels, chairman of the management committee 
of the association. More complete details will appear in our next 
issue, 
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Record Pace Hit 
By Construction 


The construction industry 
roared through July at a rec- 
ord-breaking but spotty pace. 

The Commerce Department 
and Bureau of Labor Statistics 
reported that outlays for new 
construction during July hit a 
new high of almost $3.1 billion, 
6.8 per cent above July a year 
ago. However, private non-resi- 
dential building — stores, gas 
stations, factories, warehouses 
and the like—failed by 10 per 
cent of matching the July, 1951, 
volume. 

Private construction during 
July amounted to $1.990 billion, 
an increase of only $22 million 
from July of 1951. More than 
half of the private construction 
spending volume went for new 
housing—and that at a rate 4 
per cent above the July, 1951, 
total. 

The increase in public con- 
struction which amounted to 
19.2 per cent was sparked by a 
94.6 per cent jump in public 
industrial building and an 80.2 ° 
per cent rise in military and 
naval facility construction. 
Highways were up 11.7 per cent 
from the previous July, but rose 
only 1.6 per cent from June be- 
cause of a steel shortage. 


Louisville Dealers 
Fight Green Lumber 


As part of their campaign to 
sell the public on dry lumber, 
37 dealers in the Louisville area 
sponsored a meeting July 24 to 
tell builders and others the ben- 
efits of using seasoned lumber 
in new home construction. 

For the past five months the 
dealers have been conducting a 
public relations program on 
quality lumber. The dinner 
meeting, held by the Falls Cities 
Construction Materials Associ- 
ation, was attended by nearly 
100 architects, dealers, contrac- 
tors, and bank and loan associ- 
ation officials. 

The Falls Cities Association 
has been handling details of the 
advertising- promotion cam- 
paign which was begun in 
March. The cooperative pro- 
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Furniture- Quality Wood Windows 
look right for homes and they 
are right. R-O-W offers the 
warm enduring beauty of wood 
in a full range of architectural 
styles. Modern R-O-Ws elimi- 
nate the problems of corrosion, 
rust and condensation. 


LIFT OUT 



















FROM 


R-O-W SALES COMPANY 1384 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 







Exclusive Patented Construction 
permits quick removal. Spring- 
cushioned metal guides prevent 
sticking or rattling — insure a 
permanent year-round weather 
seal. Repeated checks find first 
R:O-Ws functioning perfectly 
after 12 years of service. 





gram is designed to stimulate 
public recognition of the jeed 
for dry lumber in homebuil ing, 
Almost all of the dealers in 
Louisville are participatin:. In 
addition, several retailers in 
New Albany and Jeffersonville, 
Indiana, just across the viver 
from Louisville, are taking 
part. 

Known as “The Quazlity 
Group,” the cooperating dealers 
are using newspaper adveitise- 
ments, booklets, displays and 
other media to tell their story. 

“The dealers participatirg in 
this program feel that it is es- 
pecially important that home 
buyers be warned of the dangers 
of using shoddy lumber in con- 
struction,” he said, “That’s why 
the leading retailers in our 
area set up this program to tell 
the story of quality lumber.” 

The Louisville campaign grew 
out of meetings between retail- 
ers and representatives of 
Southern Pine Association last 
year. SPA is advising the Louis- 
ville group on advertising, pub- 
licity, window displays and 
other phases of the program. 
Southern Pine Association also 
helped sponsor the dinner meet- 
ing. 


NPA Eases Curbs 
On Critical Metals 


The National Production Au- 
thority eased its restrictions 
on use of copper and alumi- 
num in civilian goods and con- 
struction. 


For residential building the 
N.P.A. now is allowing 275 
pounds of aluminum and 200 
of copper where steel pipe is 
used for water systems, com- 
pared with 250 of aluminum 
and 50 to 110 of copper previ- 
ously; 275 pounds of alumi- 
num and 400 of copper prod- 
ucts where copper pipe is used 
for water systems, compz:red 
with 250 of aluminum and 175 
to 190 of copper previously al- 
lowed and an additional 200 
pounds of copper wher 4a 
forced hot water system is 
used and 500 of copper w ere 
radiant heating is used. 


These new allowances for 
home construction are covered 
by Amendment 2 of Order M- 
100. They apply to houses al- 
ready under construction, as 
well as those not yet started. 
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late n all types of construction, 
eed the N.P.A. now will allow the 
ing, bu:ider to use copper and cop- 
s in per-base alloys to make down- 
In spouts, gutters, ornamental 
in meial work, unit heaters, store 
ile, frouts, gratings, drains and 
‘iver other fixtures which were re- 
king str <ted before N.P.A. Order 
M-:4 was revoked. 
lity !n building industrial plants, 
Jers | contractors can automatically 
tise- incorporate up to 4,000 pounds 
and of aluminum and 5,000 pounds 
ory. of copper and copper-base al- 
vin} loys. compared with 2,000 
es. | of each previously allowed. 
ome Larger amounts require a spe- 
gers cial permit. 
con- 
why 
our 
tell } California Dealers 
ile Report Peddlers 
tail- In a move to reduce unfair 
; of competition the Southern Cali- 
last fornia Retail Lumber Associa- 
ouis- tion is providing its members 
pub- with printed cards for the im- 
and mediate reporting of lumber 
ram. peddling by truckers. 
also The reporting system was set 
neet- f up after dealers noted a grow- 
ing number of trucks loaded 
with lumber parked near build- 
ing projects with drivers ready 
to make quick deals at below 
market prices. The truckers 2 to 1 Nation-Wide Preference... 
have been hauling shingles, for R-O-Ws is indicated by 
shakes and plywood without an available building reports. Both 
Au- f established place of business builder and buyer select them 
‘ions and in many cases they do not for fine construction . . . long- 
umi- pay city and state sales taxes. lasting beauty . . . exclusive 
— removable feature. They cost no 
- the more than ordinary windows. 
a Hoo-Hoo Convention = 
o is | Set for Denver Pee EXTRA VALUE 
ee On September 7-8-9-10, 1952, | 
a. De iver, the Hospitality center me Le) 
ik of America, will be host to Dele- 
sil gaics and members of the 1952 EXTRA COST 
aul Convention of the International 
cped | Concatenated Order of Hoo- 
1B Hoo. This 61st Annual will be 
y al- held September 7-8-9-10. The ReOeWs Lift Out Completely... 
* 200 — wn Palace Hotel will be from inside the house . . . for 
ead ys : — Se . cleaning, painting or glass re- 
y is ee Ciand clitan Hetel Cl. “k placement. Because of this 
ere Cit Dp an srotel. Uiar exclusive feature, more than 
litings, 50313, Denver, is Gen- . 
eral Convention Chairman. Den- 1,000,000 ee ee eee 
for , . Homes with R:O-Ws sell fast- 
a ver Hoo-Hoo Club No. 74 is the : ; ; 
‘ ! 7 Host Club. er in today’s selective market. 
: A. Sy Convention time, the total 
2 membership of the Order will 
4 be at an all time high of well R-O-W SALES COMPANY 1384 ACADEMY AVENUE * FERNDALE 20, MICHIGAN 
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AIR-KING 


MANUFACTURING CORP. 
Tigard, Oregon 


For Fast Shipment 
SPECIFIED LENGTHS 


in Douglas Fir 





High-speed machines for top qual- 
ity manufacture and we ship to 
your order — specified lengths, 
specified widths in dimension and 
small timbers, standard green 
Douglas Fir. 





Absolute Dependability 


We can help you keep your high 
inventory costs down with our fast 
shipment of exact count if neces- 


sary. No “cats and dogs” but 


quick turnover. 


Let Us Demonstrate 





SPECIFIED LENGTHS 
Grade Stamped 








over 11,000 members with 100 
active Hoo-Hoo Clubs. All these 
Clubs are expected to send Del- 
egates. All members are in- 
vited to attend the Convention 
and it is anticipated that many 
will combine Convention with a 
vacation trip to the scenic 
Rocky Mountain vacation land, 
Denver, and its environs. Chair- 
man Gittings advises that mem- 
bers of Denver Hoo-Hoo Club 
No. 74 will attend en masse. 
Special large delegations from 
Jurisdiction III in which Den- 
ver is located and which in- 
cludes the States of Washing- 
ton, Oregon, Wyoming, and Ida- 
ho, will be on hand to greet Hoo- 





Hoo from the other Jurisdic. 
tions, South and East. 


Survey Homes 
Built by Owners 


With the increasing costs of 
labor and materials slowly 
sending the price of new homes 
upward, professional home 
builders are wondering how far 
the new “build it yourself” 
move will continue. 


The Housing & Home Finance 
Agency and the Bureau of La- 
bor Statistics tackled the prob- 
lem in 1949, and BLS is still 





Dealers Aid in Disaster Areas 


Earthquake in California 


More fortunate than some of 
his fellow merchants in Tehach- 
api, Calif., hardest hit town in 
recent California earthquake 
where 11 persons were killed 
and more than 100 injured, was 
Phil Marx, owner of Tehachapi 
Supply Co. 

Several blocks north of Te- 
hachapi Supply, the downtown 
section was practically leveled. 
It was in this area on G Street 
that eight persons died in 
crushed buildings. 

Within a couple of days after 
the earthquake, the worst inten- 
sity in California in 50 years, 
Mr. Marx was ready to supply 
the community building sup- 
plies and hardware to start re- 
construction. However, he was 
doing business through the side 
door which is normally used for 
shipping and receiving. Plate 


Tornado in Arkansas 


Replacing a home destroyed 
last March by tornadoes that 
lashed eight states, this new 
home at Judson, Ark., made 
possible by a Red Cross grant, 
is almost ready for occupancy. 
Altogether the Red Cross spent 
more than $750,000 for building 
and repairs in the tornado 
areas. Red Cross aid will be 
supplemented in the future by 
FHA funds totaling $400 mil- 
lion authorized in July by con- 
gress for defense, military and 
disaster housing. 





glass windows at Tehachapi 


Supply Co. were completely 


shattered, the building was se- 
verely damaged, but was de- 
clared safe for operation. Most 
of the stock had crashed off 
shelves, but Marx and his staff 
cleared his store and served the 
community’s needs. 





es | 
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ctural specifications call for 

: yality flush door installations in 

outstanding building projects it means 
on “curtain call’ for IPIK standards. 





~ Today’s. IPIK Solid Core Flush Door is the product of 
many years~of determined, skilled, engineering de- 





LS Uiy 
My a ' FINISHED TO WIN GREATEST BEAUTY APPEAL 
VU; Nyy ' Perfection from core to finish is an IPIK must. Real 
beauty in IPIK finish veneers and workmanship is the 
accomplishment of specially skilled craftsmen. Every 
IPIK Door is a masterpiece of their art... that’s why 
IPIK Doors sell on sight! 


d EXTERIOR PRICED TO MEET COMPETITION 


WEATHER To meet the challenge of present-day price demand 

CONDITIONS IPIK modern streamline production gets costs down to 
competitive levels without sacrificing the high IPIK 
standards of quality. 





IPIK PLYWOOD COMPANY 
Dept. AL KENNER, LOUISIANA 


Write or wire TODAY for prices and further information. 





Bris - 
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working on issuing some refine- 
ments on this basic study. 

The survey indicates that ama- 
teur builders account for al- 
most 75 percent of the homes 
built outside metropolitan areas. 
Although bona fide residential 
building firms— building for 
sale or rent or on contract— 
accounted in 1949 for 70 per- 
cent of the private housing ac- 
tivity, or nearly 700,000 units, 
they erected only 40 percent of 
the dwellings outside metropol- 
itan areas. 

While there are no accurate 
figures today as to either the 
number of homes built by ama- 
teurs or the amount of subcon- 
tracting actually performed by 
the home owner, the sale of 
building materials gives some 
indication. 

Asphalt tiles has risen in the 
past 10 years from 90 million 
square feet to 500 million 
square feet, and about one- 
third of it is bought and applied 
by home owners. Roughly 10 
percent of the output of ply- 
wood is sold to non-profession- 
als, and paint has always been 
widely used by nonprofession- 
als, and with the introduction 
of new type paints, the percent- 
age sold to amateurs is as high 
as 75 percent. 


NHLA Convention 
Sept. 23-25 at Boston 


Final plans have been made 
covering all details of the three 
day gathering of hardwood lum- 
bermen which will mark the 
55th annual Convention of the 
National Hardwood Lumber As- 
sociation at the Hotel Statler, 
Boston, Mass., September 23-25. 
Advance registrations are com- 
ing in rapidly, indicating a rec- 
ord breaking event. Those plan- 
ning to attend but who have 
not sent in their hotel reserva- 
tions should do so at once. 

Mr. Lee Robinson, President 
of the Association and of the 
Mobile River Saw Mill Com- 
pany of Mt. Vernon, Alabama, 
serving the second year of his 
term as head of the Association, 
will preside at the business ses- 
sions of which there will be 
three, on Tuesday, Wednesday 
and Thursday mornings, leav- 
ing the afternoons free for 
small group meetings, sales 
meetings or individual sight- 
seeing or personal business ap- 
pointments. 


14 








ABOUT OUR 
NEXT ISSUE 


Jam-packed with help- 
ful, profit-making ideas, 
our big Fall and Winter 
Merchandising Issue will 
be off the press Sept. 8. 
Bigger and better than 
ever, this special issue will 
have over 80 pages of edi- 
torial material especially 
written to help you develop 
every department of your 
business. 


This issue will contain 
over 25 major feature arti- 
cles. Here are a few titles. 
“How to Help Your Cus- 
tomer Add a Room”; “New 
Ways to Sell Hardware” ; 
“95 Kitchen Jobs Every 
Month”; “How to Capture 
the Farm Market’; “10- 
Year Prediction for the 
Building Industry” ; “Signs 
Sell for You”; “Helpful 
Tips Sell Both Paint and 
Accessories.” 


Watch for this big, spe- 
cial issue—Sept. 8. 











THE LUMBER MARKET | 
Seattle 


Traditionally a quiet period, 
mid-August finds the fir and 
hemlock markets little changed 
during the past two to three 
weeks. As one man put it “one 
may find prices a dollar up or 
a dollar down but not more.” 
A fair volume of lumber is 
moving. Transits have also re- 
mained steady in price. 

End of the B. C. lumber strike 
and the American ship strike 
did not immediately affect the 
market on this side of the line 
but shippers here believe the 
strikes will have an effect in 
September. 

A firm market is encouraging 
cedar siding operators and some 





items have moved upward. ‘“he 
shingle market is holding its 
own except for perfections 
which weakened slightly. 

Pines are relatively firm \ ith 
no oversupply of dry stucks 
such as sometimes occurs in 
June and July. Mills are <et- 
ting net ceiling prices. Dry 
stocks of spruce are broke) in 
widths and lengths. 

Some log production has |.een 
lost due to closures brought 
about by fire weather. One or 
two moderate sized fires have 
occurred but in the main sup- 
pression crews are confining the 
fires to small areas and keeping 
the blazes out of green timber, 

In British Columbia logevers 
who went to work following the 
strike were almost immediately 
drawn out of the woods because 
of fire weather. B. C. still has 
175,000,000 feet of lumber to 
ship to the United Kingdom be- 
fore old orders are cleaned up. 


Tacoma 


Although prices have dropped 
and the market has softened 
somewhat operators generally 
feel that the situation is not 
one for particular concern. 
Production is going ahead pret- 
ty much on schedule, although 
loggers are feeling the effects 
of enforced logging shutdowns 
more or less seasonal at this 
time of the year because of 
critically dry warm weather. 

Several western Washington 
counties are affected by the ban 
to varying degrees. In some in- 
stances, the shutdowns have 
been complete while in others 
closures are on a day-to-day 
basis. The state forester re- 
ported a total of 167 fires 
burned 3,417 acres during the 
last two weeks of July. None 
of these, however, has been of 
major proportions. 

The Simpson Logging Com- 
pany of Shelton has purchased 
16,500,000 board feet of mixed 
timber in the Olympic Naticnal 
Forest for the appraised price 
of $317,515, according to ‘ed- 
eral forestry officials. This \vas 
the only bid entered in the sale. 

Recent prices at other gov: rn- 
ment sales held recently have 
included $30.50 per thous nd 
board feet for 150,000 feet of 
Douglas fir; $9.90 for 2,000.00 
feet of Western red cedar ind 
$3.80 per thousand for 3,850, 
000 board feet of hemlock, sil- 
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Style 700—Period Design 








lly syNew! 


py PLASTIC CABINETS 
another first’ by Miami-Carey | 


Color Keyed © Decorator Designed © for the Modern Bath—Powder Room—Utility Service 








i mM Style 792—Water and Lily Pad 


Design 







Now Miami-Carey brings you new, all-new PLASTIC cabinets, 
color-keyed to harmonize with colored plumbing fixtures and with 
wall and floor coverings. 

These all-new plastic cabinets add smart style, dramatic beauty .. . 
last a housetime. They’re molded of tough, durable materials . . . will 
not rust, stain easily or chip, never need refinishing. Corners are rounded 
for easy cleaning. Mirrors are No. 1 quality plate glass... and inside, 
roomy design and bulb edge shelves offer generous storage, 

easy cleaning! 

Never before has any cabinet packed so many advantages for you 

and your customers. Satisfaction assured by rigid standards of quality, 
pioneered by Miami-Carey. Be first to profit from Miami-Carey plastic 
cabinets in your market. Call in your Carey representative and place 
your order—or fill in coupon and mail today! 

















oped 
ened 
rally 
not 
ern. 
pret- 
ough 
fects 
wns 
this : i 
e of 
er. 


gton = _. } 
» ban §- = = : 


e in- Style 703—Contemporary Design 
have 

e 
= Check List of Advantages 
-day 
* re- ® Rust-proof @ Color-keyed in green, peach, 
res blue, dubonnet, yellow and gray ® Non- 
r the ae naps mn ; 
None chipping @ Lifetime durability and beauty 
on of * Mild Acid Resistant @ Precision Molded 
. with Rounded Corners @ Easy to clean ® 
( pe No.1 quality plate glass mirror ® 
Saal Bulb edge glass shelves ® 
‘onal Stainless steel piano type hinges 


} } rice s . me 

ed- ; THE PHILIP CAREY MFG. COMPANY 
; was ~ Lockland, Cincinnati 15, Ohio 
sale. Department AL-8 
vern- 
have Please send me complete information and price list for 
re All-New Miami-Carey Plastic Cabinets. No obligation to me. 
lS ind 
a! of NAME 
0.900 FIRM 
s. - ADDRESS. 
gO DUS~ 


CITY ZONE STATE 
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Style 701—Sea Horse and Wave Design 





FILL IN 
AND MAIL 
COUPON 
TODAY 
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ty sil- Miami Cabinet Division — The Philip Carey Mfg. Company 
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ver fir and other species. Al- 
though this was on timber in 
northwestern Washington, it is 
indicative of the general trend. 
Local building is going ahead 
in good volume, probably be- 
cause of good weather and 
availability of materials. 


Kansas City 


The demand for lumber 
showed signs of slipping late in 
July, according to reports from 
mills in the Southwest. There 
was no particular incentive to 
buy ahead, as prices appear to 
have stabilized, and retail yards 
are committed to hand-to-mouth 
purchases. 


It was noted that with the 
ebbing in demand, prices showed 
no change. In fact, the price 
, situation was characterized as 
exceptionally firm. Some items, 
notably 8-inch common boards, 
were on the scarce list and cer- 
tain sizes of dimension, such as 
2 by 6’s, were not too plentiful. 

Production of softwoods has 
tapered off, purely due to a sea- 
sonal operation. With mills able 


to work the lowlands, the out- 
put of hardwoods has stepped 
up. Mills do not relish building 
up stocks of hardwoods at this 
time because of the generally 
weak market for such grades. 
Already too much No. 2 gum is 
piled up in the yards of mills. 

Lumber interests are looking 
for a sizable demand from the 
rural sections, which have ben- 
efitted from a bumper wheat 
crop. In Kansas alone, the 
wheat was worth nearly 14 bil- 
lion dollars. 


The Federal Reserve bank re- 
ports that sales to June 30 by 
173 line yards in seven south- 
western states were 9 per cent 
less than in the first half of 
1951. June’s sales were up 4 
per cent from last year. Inven- 
tories of the yards at the start 
of the second half of 1952 were 
17 per cent less than a year ago. 


Nationally 


Lumber shipments of 480 
mills reporting to the National 
Lumber Trade Barometer were 
5.1 percent below production 





EASTERN OFFICE: 
30 Church St.. 


NEW YORK 8, N. Y. 


Phone WOrth 4-6363 
Teletype, N. Y. 1-1098 


J. HERBERT BATE CO., INC. 


FOUNDED 1914 


WESTERN OFFICE: 
BATE LUMBER CO. 
1215 Public Service Bldg. 
PORTLAND, OREGON 


Phone, Capital 1661 
Teletype, Portland 255 








e K. D. PONDEROSA PINE 


Yard Items—-Paneling—Shop 


2x3 to 2x12—Lengths up to 18 ft. 


e GREEN DOUGLAS FIR 


2x3 to 4x12—Lengths up to 28 ft. 


TRANSIT CARS .. 





Members: 
W.P.A. S.P.1.B. W.C.L.A. 
Mill No. 22 Mill Nos. 541 and 562 Mill No. 31 
Specializing in: e 


e K. D. FIR & LARCH DIMENSION 


e K. D. SOUTHERN YELLOW PINE 


Yard Items—Flooring—-Stepping—Boards 


. . MILL SHIPMENTS 





lumber 


... from BETTER MILLS 

















Distributing Yards: 
BROOKLYN @ PHILADELPHIA @ NEWARK & ENGLEWOOD, N. J. @ W. PITTSTON, PA. 
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for the week ending August 2, 
1952. In the same week new 
orders of these mills were 2.8 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 44 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 25 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
52 days’ production. 


For the year-to-date, ship- 
ments of reporting identical 
mills were 5.1 percent above 
production. 


Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 70.8 percent above; ship- 
ments were 68.2 percent above; 
new orders were 69.1 percent 
above. Compared to the corre- 
sponding week in 1951, produc- 
tion of reporting mills was 0.2 
percent below; shipments were 
3.2 percent above; and new or- 
ders were 16.0 percent above. 


Southern Pine 


Shipments of Southern Pine 
by the 121 mills reporting to the 
Southern Pine Association for 
the week ending August 2, to- 
taled 18,009,000 feet, 1.75 per 
cent below production. Orders 
for the week ran to 17,888,000 
feet, 4.42 per cent below the 
three year average. Unfilled or- 
ders totaled 47,029,000 feet, 0.26 
per cent less than the previous 
week. 


Western Pine 


The Western Pine Associa- 
tion has issued the following re- 
port of comparative figures on 
lumber orders, shipments and 
production for the week ending 
August 2, based on information 
from. 102 identical mills. The 
reports cover Idaho White Pine, 
Ponderosa Pine, Sugar Pine and 
associated species. 


Orders totaled 72,581,000 feet, 
as compared with 78,638.000 
feet for the previous week and 
65,797,000 feet for the corre- 
sponding week last year. Simi- 
lar comparisons of shipments 
were 75,422,000 feet, 75,650,000 
feet and 79,639,000 feet. Pro- 
duction figures were 79,205.00 
feet, 81,618,000 feet and 76,086,- 
000 feet. 
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Quality Pardware 
CHALLENGER 


No. 800 SERIES 


Comprises 20 functional locksets and latchsets. 
There’s one for every building need. Simplified 
FRONT DOOR LOCK SET design eliminates all unnecessary working parts, 
CORSINATION WS. | x 77% assures long, trouble-free operation. Rugged 
unit construction for durability. Exceptional 
beauty for any residential or commercial installation. 
Made of brass, aluminum and steel. 


BORN'SET 


5 te No. 200 & 300 SERIES 


a Self-aligning cylindrical locksets and latchsets 
are designed for interior doors. The “200” is 
for passage doors and the “300” has push button 
locking in the knob for either bath or bedroom 
doors. Made of brass, aluminum and steel, 
this series is known for its fine quality. 








STANDARD DUTY 


Tubular series locksets and latchsets available 
y in glass, brass, or bronze knobs. Comes 
“ATLANTA” DESIGN in Conventional or French shanks. Fully 
reversible tubular deadlocks and night latches 
are also included in this series. 





LATCHSET NO. 72! x 84 ‘ 





“SANTA FE’ DESIGN 
LATCHSET NO. 95% x 84 








TUBULAR DEADLOCK “CHALLENGER” 
NO. |! REVERSIBLE 800 SERIES SEMI-HEAVY DUTY 
5-PIN TUMBLER CYLINDER CYLINDRICAL LATCHSETS & LOCKSETS 





“AKRON” DESIGN 
LATCHSET NO. 90% x 84 





AUXILIARY BOLT NIGHT LATCH “BOR-N-SET” 
NO. 3 REVERSIBLE 200 & 300 SERIES SELF-ALIGNING 
5-PIN TUMBLER CYLINDER CYLINDRICAL LATCHSETS & LOCKSETS 





Sold by Leading Jobbers Everywhere 


LATOHSET NO. 80% x 84 HOLLYMADE HARDWARE MFG. CO. 


4865 EXPOSITION BOULEVARD * LOS ANGELES 16, CALIFORNIA 
CANADIAN FACTORY: 22 RIPLEY AVENUE * TORONTO, CANADA 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. Cc 
BE cccccccvecesEeeeee «Me 
Flat Grain Flooring 
BRE ccccccccessonee ee 93.00 
BEG éHbccvececons 155.00 150.00 105.00 
Drop Siding 
1x6 (Pat. #106).150.00 


D 
105.00 


145.00 110.00 


1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 

ee Meee 80.00 

BEE ccccccecvekseriae 130.00 80.00 


Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
00 72.00 , 


No cocces COM 72. 70.00 77.00 
NO. DS ccoces 64.00 63.00 62.00 70.00 
No. 3 .....- 54.00 57.00 54.00 62.00 


No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
2x 4 82.00 82.00 86.00 82.00 82.00 
2x 6 81.00 81.00 82.00 86.00 86.00 
2x 8 81.00 81.00 81.00 82.00 82.00 
2x10 81.00 81.00 81.00 82.00 82.00 
2x12 81.00 81.00 81.00 83.00 83.00 


No. 2 Dimension 


ox 4 75.00 75.00 78.00 77.00 77.00 
2x 6 76.00 73.00 77.00 75.00 79.00 
2x 8 76.00 76.00 76.00 76.00 75.00 
2x10 76.00 76.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 76.00 76.00 

No. 3 Dimension R/L Only 

OD case reteeceaeKneeteuseke ia 61.00 
DCE -ae nus anewewe hewe daieleaie stead ae 
PL Ngee cea wa tee ated ava eugene 57.00 
MEE “dkavdecadened tegole etmncawe 52.00 
WE iin ake he eee <ckwn ewe els 50.00 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 13.75 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 18” 5/2% 11.00-11.25 
No. 2 18” 5/2™%4 5.50-5.75 
No. 3 18” 5/2%4 -25-4.50 
XXXXX 
No. 1 16” 5/2 9.25 
No. 2 16” 5/2 5.25-5.50 
No. 3 16” 5/2 4.25 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear va! ad = 
464 inch ...... 90.00 80.00 55.00 
SeES INGER . 266s 100.00 85.00 65.00 
Meee BMG cccees 110.00 105.00 80.00 
%x8 inch ...... 135.00 130.00 105.00 
Clear Bungalow Siding, *%4 Inch 
2 Pere 167.00 155.00 120.00 
cf ae 190.00 180.00 150.00 
Se GO cacecevd 195.00 185.00 155.00 
Finish B and Btr, S2 or 4S, 
6’ to 16’ or Rough 
ML 66s cdarodeuncwe ease eeseawe 215.00 
errr core eer eT ee 215.00 
DE Beace nck eem steak eee 225.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. Cc , 
SE Antcenwwnn en 105.00 100.00 90.00 
Pare 120.00 115.00 95.00 


Discount on mouldings 620’ -20’ odd 
lengths. 


Series 8,000 ; 
Listing under 4.00—list plus 35 per 


cent. ; 
Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 5-16”, 6-16’ 
100 Lin, Ft. 
rer ens arttaa Wa areteais 1.50 
EE kdudcoewes eee ees fewewee 1.75 


WESTERN PINES 


Ponderosa Pine 


of tad 
Selects 
2 or 48 4/4 RW 6/4 Ww ws Rw 
C&Btr RL ...255.00 260.00 275.00 
Shop, S28 No.1 No 2 
Ee oh os ev bee eee elon 145.00 115.00 
Me «clave ar eiwce ie: sce aque laiace are ns sinigaaaie 
Commons 2&Rtr No N. 
2 or 48 RW 195 RW 78 RW 67 
ee See 118.00 88.50 72.00 
DEE BOGS vceeesen= 120.00 87.50 70. 00 


Tdnhe White Pine 

Selects S2 or 4S 

C&Btr. 1x4 1x6 1x8 1x10 1x12 
RL—270.00 271.00 271.00 278.00 305.00 

D RL—239.00 239.00 239.00 250.00 275.00 

Commona, $2 or 48 No. 1 No 2 No 3 


Ss ree 157.50 146.00 118.50 
EE Gi cig nee ature 188.00 151.00 118.50 
Sugar Pine 
Selects 
S2 or 48 4/4 RW + RW vay pel 
B&Btr. RL ..270.00 80.00 0.00 
SS = 3509 385.00 
D — ug whee eaere 235.00 245.00 255.00 
Shop, S2 No.1 No. 2 No. 3 
| Orr ee 157.00 125.00 85.00 
6/4 cahial hd alaisaral a 157.00 125.00 85.00 
2 157.00 125.00 85.00 





OAK FLOORING 


Clear Pin 4#§x2% #@#x1% %%x2 %x1% 
White ..183.00 160.00 177.00 162.00 
Red ....190.00 165.00 177.00 162.00 

Sel Plain 
White ..163.00 140.00 167.0 152.00 
Red ....171.00 146.00 167. +4 152.00 

#1 Com Pin 
White & 

Red ....142.00 113.00 125.00 115.00 

#2 Com Pin 
White & 


Red .... 75.00 53.00 82.00 77.00 
#1 Com & 
Btr Shorts 


1%” ....105.00 80.00 97.00 97.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 
BME cccactsccccceenee 
Flat Grain Flooring 
ERG i. ccisvccccceccdeee T9600 126.00 
BBG cccccccccescteeee 266.60 146.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.00 
1x6 (Pat. 4#116).170.00 160.00 130.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
1 -110.00 115.00 125.00 150.00 
2 . &§5.00 7.00 87.00 90.00 
3 70.00 75.00 75.00 80.00 
No, 1 Dimension 


Cc D 
165.00 145.00 


2 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 


No. 3 wt ae nee oy 


2x 4 63.00 
2x 6 62.00 
2x 8 61.00 
2x10 61.00 
2x12 61.00 





REDWOOD 


Bevel Siding 


wx 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.00 
4x 8 V.G. Clear All Heart....... 138.00 
%x 6 V. G. Clear All Heart....... 117.00 
4x $ V.G. Clear All Heart....... 144.00 
5ex10 V.G. Clear All Heart....... 14.00 
“=x 6 V.G. Clear All Heart....... 154,00 
%=x 8 V.G. Clear Al Heart......: 18 1.00 
% x10 V.G. Clear All Heart.......2v7.00 
%,x12 V.G. Clear All Heart. - 211.00 


Note: A grade V.G. Redwood Siding 
approx. $4.00 less for % and % in 
above sizes. $5.00 less for %& inch in 
above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart....... 226.00 
IxlZ V.G. Clear Al Heart... .+< 211.00 
Note: Deduct $8.06 for A Grade. 
Finish 


1 Inch Clear All Heart Flat 
Grain Redwood Finish S48 


S “FGM WHO ste sew iewewes 155.00 
S COOM WIG ccc csececccvews 185.00 
a a. ren 175.00 
_ > ee Pe 200.00 
Ce ener 211.00 
12 MGR WITH. 2... ccccccce 2 000 0226.00 


Note: A grade $10.00 less ‘in above 
widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 
TSS casccccccvecaeeeee TER08 160,05 
Flat Grain Flooring 


co ere 135.00 125.00 93.00 
--155.00 150.00 100.00 


Drop Siding 


1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 


Ceiling 


, ree 05.00 100.00 70.00 
LE ere 110- 120 105-115 90.00 
Boards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1 ...- 82.00 84.00 84.00 84.00 
No. 2 ... 79.00 79.00 79.00 79.00 


No. 3 ..- 66.00 68.00 68.00 68.00 
No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
2x 4 84.00 84.00 87.00 87.00 87.00 
2x 6 84.00 84.00 84.00 89.00 89.00 
2x 8 86.00 84.00 84.00 84.00 89.00 
2x10 84.00 86.00 84.00 84.00 89.00 
2x12 84.00 84.00 84.00 84.00 89.00 


No. 2 Dimension 


2x 4 83.00 83.00 85.00 84.00 84.00 
2x 6 82.00 82.00 83.00 84.00 84.00 


2x 8 79.00 79.00 80.00 80.00 80.00 
2x10 79.00 79.00 79.00 79.00 79.00 
2x12 77.00 77.00 77.00 77.00 77.00 
No. 3 Dimension R/L Only 
a ae ee ne Cee d eee 65.00 
BP. fan er dbai ccs anacaarmsscabcinlateaiere Giesneowe 62.00 
BRIM ais diios-aigrai abate, cequatenonbeaneaiticeied 61.00 
OT ER nen EE SE 60.00 
BE wWatridcicw me mimcuiami ae caer ess £0.00 





— 


ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 112 
No. 2&Btr..112.00 112.00 114.00 129.00 
No. 3&Btr.. 83.00 84.00 84.00 5.00 


No. 1 Dimension 


2x10 80.50 80.50 80.50 87.50 S7.50 
2x12 83.50 83.50 83.50 87.50 °7.50 
No. 2 Dimension 


2x 4 177.00 77.00 77.00 77.00 17.00 
2x 6 77.00 77.00 77.00 77.00 77.00 
2x 8 77.00 77.00 77.00 77.00 77.00 
2x10 77.00 77.00 77.00 77.00 77.00 
2x12 77.00 77.00 77.00 77.00 77.00 


(Boards graded No. 1, 2, 3, at ‘lat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension s«pa- 
rately as in fir.) 
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Crossett QUALITY LUMBER 
is Your “Customer Insurance” 
for Dependable Repeat Orders 





Satisfied customers mean repeat business. And nothing 
satisfies building customers like high grade, quality 
lumber. Grown right. Sawn right. Seasoned right. 
Marked right. Shipped right. These are standards of 
manufacture at Crossett assuring you the kind of re- 
peat business which is the backbone of your operating 
profit. Today, tomorrow, next year—you can depend 
on big mill quality production from Crossett. On 
what may we quote you? 


e Arkansas Soft Pine e Sheathing, Shiplap, 


e Satin-like Interior Dimension 


Trim, Finish, 
Mouldings 


e Timbers —Treated 
and Untreated 


CROSSETT LUMBER COMPANY 














Youre on firm footing when you 
recommend PlyScord Subfloors 


‘THERE'S VOLUME PROFIT Opportunity in selling the PlyScord 
grade plywood for subfloors — the average house requires 30 to 
35 4’x8’ panels. Compare this with your profit on other materials. 
You'll agree there’s more profit in the plywood. Not only that, 
but the builder and home owner save, too. Here’s how: 


The real story of construction costs isn’t on the bill of materials 

it’s the applied cost that counts! And PlyScord can be laid in 
half the time required for other materials. Big, work-speeding 
panels are easily handled . . . cover large areas quickly. Plywood 
fits standard joist spacing without wasteful sawing and fitting 
... requires less nailing. 


PlyScord subflooring means better construction, too. Strong, 
rigid panels provide a solid, squeak-free base for finish flooring . . . 
protect against drafts from below . . . won’t cup, shrink or swell. 


f 


q| | Douglas Fir 








AMERICA'S BUSIEST BUILDING MATERIAL 


® PlyScord is the unsanded construction grade of Interior-type plywood 
bonded with highly water resistant glues. For subflooring, sheathing, backing, 
one-use forms. PlyScord is a registered grade-trademark identifying quality 
plywood manufactured in accord with U. S$. Commercial Standards and 
inspected by Douglas Fir Plywood Association (DFPA). 
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Builder Saves $10 Per Square 
With Douglas Fir Plywood 





With unlimited choice of building ma 
terials, Rusdick Lumber Sales chose ply 
wood as combined siding and sheathing 
for its new ‘Tacoma, Wash. warehouse 
and the builder reports the panel eul 
construction costs by $10 per square, 
“We chose plywood because we like it 
smooth, flush exterior surface but cost 
was an important factor and plywood was 
cheaper,” says part-owner Russell Ross 

MacDonald Building Co. designed and 
built the new structure, According to 
LL. Bo. MacDonald, exterior plywood 
afforded the least expensive satisfactory 
construction. He estimates the in-place 
cost of plywood, unpainted, with studs 
16”, o.e., and aaa flashing, at $68 a 
square some $10 less than the in-place 
cost of other siding combined with the 
necessary sheathing, 


PlyForm Grade Plywood 
Now Made In Two Types 


Y 


EXTERIOR 
PLYFORM 


INTERIOR 
PLYFORM 


The familiar PlyForm grade-name now 
identifies special concrete form grade 
within both Interior and Eexterior-ty pe 
fir plywood, Exterior PlyForm replaces 
the old Exterior Conerete Form grace 
name. Identified by the new diamond. bar 
symbol shown above, Exterior Plykorm 
with 100% waterproof bond is intended 
for use where forms will be used until 
the wood itself is worn away. Simul 
lancously, the highly moisture-resistant 
glueline of Interior PlyForm has beon 
fortified for better service, and up to 0 
or 15 re-uses may be expected even thou ‘|i 
glueline is not permanently waterpro:!. 














Dealer Reports Handy Panels 
Boost Plywood Sales Volume 








One of the most profitable items in 


ou display room” is the way B. LL. 





Vaochan, owner, Vaughan Pacifie Ave 
nuc Lumber Co., Tacoma, Wash., 
de cribes the new plywood Handy Panels. 
\oughan reports the new small-size 
are plysood panels and self-service display 
rack have upped plywood sales by over 
| 10 per cent and have also helped  in- 
cree sales of paint, hardware and other 
item to home eraftsmen and amateur 
hulders, 
lo take advantage of ‘impulse buy- 
ine Vaughan explains, “the display 
is ceht inside the door where customers 
can see it. Tt really works, too. Many 
people who had no idea of buying more 
than a few nails see the display and 
wind up buying plywood. Everyone has 
awe for plywood you just have to 
remind them of it, 1s easy selling, too; 








ail 


Seti ti| 





Apis customers wait on themselves. And it 

' 7 aves us much of the time we used to 

nga pend cotting darge plywood sheets for 

ani peenl orders 

ihe a 

rs a 

| 

wood : 1 
= Cash-in on the BIG demand for 
studs 

ad 


i the 


space-thrifty Plywood Built-Ins 


Most OF YOUR CUSTOMERS have pretty definite ideas about 
storage space in their homes--there isn’t enough of it! And that’s 
why featuring built-ins is a natural plywood profit builder. 
Whether it be for a new home or a home-owner remodeling 
project, built-ins are a month-in, month-out market for plywood. 





\ll told. over 2.500 dealers have al- It’s a volume market, too. Consider the shelf-door wardrobe 
realy tied into the new Handy Panel shown above. The bill of materials calls for over 200 square feet 
provram developed by West Coast ply- of plywood —plus paint, hardware and lumber. And that’s just 
wood manufacturers. In addition to the one plywood built-in. Storage wall, cabinet or built-in dresser, 
rack 4 and panels, the complete promotion plywood is first choice for any built-in. Here’s why: 

4 ig Ferg — Ber Plywood is adaptable to any design, any size built-in. ‘Takes 
f} oblain details on the rack and panels any finish -choice of color is unlimited. Plywood won't chip, 
; from their regular plywood suppliers. crack or split. And because it’s so easy to use with ordinary tools, 
i hor information about ad mats and other it’s especially suitable for week-end carpenters who plan to do 
j siles helps, contact) your supplie r oor all or part of the work themselves. 


wile Douglas Fir Plywood Association, 


Tacoma, Wash. 


"a, | 
on . Transcribed Dealer Radio Douglas Fir A, ih 

















ype Commercials Now Available 

A 

ale set of eight hard-selling one-minute 

debar spol announcements on a single 12-inch 

oom record is available for $1.00 from 

mded Douglas Fir Ply ac Shade 

tie Douglas Fir Plywood Association, AMERICA'S BUSIEST BUILDING MATERIAL 
uu Tacoma, Wash. Commercials are in 

in il question-and-answer format, recorded so 

staat that local announcers can feature 











been sponsoring dealer’s name at both begin- PLANS AVAILABLE. Plans and bill of materials for the shelf-door espa 

to 10 ning and end. A ect of cue-sheets and above are available for your own promotion. Up to 100 copies free o 

ouch a f.. vente a ae ls charge; quantities available at fraction of cost. Can be imprinted with 

rool, supwested copy for 18 “live” commercials your firm name at cost. Write Douglas Fir Plywood Assn., Tacoma, Wash. 
is included with record. 2 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beau- 
tiful graining. Consult the leading firms on this page on your next hardwood require- 


ments. 


The leading Appalachian firms on this page are prepared to supply you with fine 
quality, precision manufactured Appalachian Hardwoods. Tell them what you need. 


The M. B. Farrin Lbr. Co....Cincinnati, Ohio 


Kiln-Dried and Air-Dried Appalachian Hardwoods. “Century” 
Oak and Maple Flooring. 


*M. E. Crisp Lbr. Co......... Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, Oak, 
Poplar, Beech, Maple, Ash, Hickory, Chestnut and other hard- 
woods. All facilities. 


*Cherry River Boom&Lbr.Co.,Richwood,W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co., Robbinsville, N.C. 


Hemlock, Hardwoeds, Flooring, Dimension 


D. DB. Brews .ccccccccccccess Elkins, W. Va. 
Mirs. Band and Circular Sawn West Virginia Appalachian 


Hardwoods—Kiln-Drying and Planing Mill Facilities. 
Establisned 1880. 


*Christian Lumber Co....... Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


*Meadow River Lbr. Co.....Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc....... Louisville, Ky. 


“Parkay”’ Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension. 


*McCracken & McCall, Inc...Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, O. 
Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of eee Hardwoods. Maple and Oak 
coring. 


*J. P. Hamer Lbr. Co....... Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*The Mower Lbr. Co.....Charleston, W. Va. 

West_ Virginia Hardwoods, Flooring & Glued-up Dimension. 

Dry Kiln and planing mill facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord & Pettus, W. Va. 


Always Specify 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 


Le, 
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““SITTIN’ PRETTY!”’ 





During six profitable years dealers have strengthened 
their businesses to weather the storms ahead. 


By far the majority of present dealers in 
lumber and building products have built their 
business from small beginnings. 

Subsequently over a period of years the 
ownership has plowed back profits, reduced 
bank loans, expanded plant facilities, inven- 
tory and capital structure, until the business 
became a mature, established, community 
service institution. 

At what point does a dealer operation 
reach such maturity? Is there a statistical 
measure that marks established leadership? 

It has been our privilege this spring and 
summer to review and study the 1951 year- 


end financial statement of scores of dealers 
in the United States and Canada. 

Out of this study we think we see a defini- 
tive pattern of operating ratios that indi- 
cates maturity, strength and stability in an 
operation. Certain ratios would seem to re- 
flect sound conservative forward - thinking 
management. They may be said to represent 
“par” on a very tough “golf” course. 

Below are a number of ratios that emerge 
from separate dealer statements. No one 
statement showed all of these exact ratios, 
but individually they appear with enough 
frequency to constitute a pattern. 


Management Targets 


Current Assets to Current liabil- 


BE octiatsenvseneindanewenun 4tol 
Net Profit (B.I.T.) to Net Worth. .22% 
Net Profit to Gales. ..........00: 8% 
Gross Profit to Sales............. 28% 
Gross Expense to Sales........... 20% 
Cost of Goods Sold to Sales....... 5 to 7 
Gross Margin to Cost of Goods 

| eae eee er 40% 


Sales to Net Worth (turnover)... .3 times 
Sales to Working Capital (turn- 

SD « tbvenetaeenceneanceeeass 414 times 
Inventory to Cost of Goods Sold*. .5 times 
Net Worth to Working Capital....3to2 


Net Worth to Fixed Assets?....... 4tol 
Net Worth to Inventory.......... 214 tol 
Net Worth to Accounts Receiv- 

EE >-s-w/ain-nstrenteatembawae aaa ew es 3 tol 
Net Worth to Total Debt......... 314 tol 


Working Capital to Fixed Assets?. .2144 tol 


We would like to check these figures with 
our readers. Are these standards too high 
as operating goals? Are.there more efficient 
and practical ratios that assure still greater 
stability and long life in a business. Are less 
favorable ratios than these cause for man- 
agement concern and action? Should a 
dealer plow back a significant portion of his 
annual net profits until these ratios are ob- 
tained? In what respect are the individual 
items too conservative? Too liberal? 
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Working Capital to Inventory..... 5 to3 
Working Capital to Accts. Rec.....2tol 
Working Capital to Current 


DE ébicuatedeceine semana’ 21% tol 
Cash and Receivables to Current 

DE a WVbic adr na baacadadiaed 2tol 
Sales to Inventery...<........... Ttol 
Inventory to Current Assets...... 1to2% 
Sales to Fixed Assets?............ 914 tol 
Sales to Current Assets........... 3 tol 
Number of Days’ Sales in Accts. 

De cov eweneawdedecaieaeeaee 41 days 
Number of Days’ Sales in Inven- 

SY <a «vsiwcad ade amanda cae waeee 74 days 
Number of Days to turn Inventory 

Oe ter titnbaduiwed cadkeees 115 days 


1. Dealers make it a point to clean up bank loans, liqui- 
date inventory and minimize accounts payable at the 
end of year. 


2. This ratio indicates many years of depreciation of 
buildings, equipment and facilities. 


3. This turnover reflects year-end reduced inventory. 


Of one thing we are reasonably sure—that 
any dealer who can achieve and maintain 
these ratios over a period of years is “Sittin’ 
Pretty.” Such a business is pretty certain 
to survive the vicissitudes of the business 
cycle, come what may! 

Please let us have your comment, and if 
you care to send it, we would like to have 
your year-end financial statement for further 


analysis. 
veers Art Hood 
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APPLIANCE SALES amounted to one-third the firm’s total volume last year. 
Sandy operates a separate appliance store in addition to the display in his 
sales room. 


Bookkeeper to Owner 








M. L. SANDY, owner of the Corinth 
Planing Mill Co. 


That’s the capsule success story of Master Merchant Sandy’s rapid 
rise in the retail business. He has a lot to show for it in terms of ma- 


terial success and community good will. 





POINT-OF-SALE AIDS like this display help sell tools to the contractor as well 
as to the homeowner. The more attractive your display, the more tools you 
will sell. 


The poet who wanted his 
house by the side of the road 
to watch the world go by, had 
a good merchandising idea. Mil- 
ton L. Sandy, owner of the Cor- 
inth (Miss.) Planing Mill Co., 
improved on it. His building by 
the side of the road was con- 
structed to house and display 
all the building materials and 
equipment he sells. 

Better yet, his open- front 
store on Highway 72 has plenty 
of parking space around it. Mr. 
Sandy doesn’t want the world 
to pass by too fast, so he mzde 
it easy for people to stop and 
shop. 

Master Merchant Sandy’s \ ‘se 
to success began as a bookkecp- 
er for the Corinth Lumber (0. 
(later reorganized and renan:ed 
Corinth Planing Mill Co.) in 
1940. In 1944 he became owner 
of the firm. He has since built 
the business to its present size 
with yards in two Mississi})p! 
cities. 

Since he took over, Mr. San ly 
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ATTRACTIVE MODERN KITCHEN appeals to women customers at new display 
building. The local Lion’s Club sometimes uses this kitchen for dinner meetings. 


has made the following im- 
provements: 

1. Installed the best type of 
ball-bearing planer for the mill. 

2. Built a retail sales and of- 
fice building (now the main of- 
fice of the firm). 

5. Erected several 
sheds and warehouses. 

|. Built a dry kiln — capac- 


lumber 
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ity, 50,000 one-inch boards. 

He also purchased the Miller 
Lumber Co., Booneville, for 
storage and drying of rough 
lumber and for retail lumber 
sales in that area, and the John- 
son Appliance Co., Corinth, for 
the sale of appliances. 

The appliance division did 
$100,000 of the firm’s total busi- 

















































































PANELING MATERIALS are displayed on the walls. Twelve five-by-five foot 
banels show wood paneling, cedar closet lining, insulation plank and other 
Materials. 
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BUILT-IN DISPLAY RACK sells wall- 
paper. Samples of each of 200 differ- 
ent patterns carried in stock are 
pasted on the doors of bins. 


ness last year. “We do not be- 
lieve that a separate appliance 
store would be profitable with 
as much competition as there 
is,’ says Mr. Sandy, “but the 
way we handle it with the rent. 
and other items of overhead 
being partially shared by each 
department, it works nicely. 
Each department helps the 
others get business.” 

New home prospects are 
helped with rough sketches of 
their plans which will be turned 
into working drawings by the 
company draftsman. The com- 
pany will arrange financing 
through any federal or local 
agency. Mississippi will loan 
veterans up to $6,000 to buy a 
home at 4% interest. In this 
area, a good, small house can 
be built for $6,000. Mr. Sandy 
has built and sold a number of 
these houses in the past two 
years. 

Due to the large volume of 
repair and remodeling work 
done by his firm, Mr. Sandy 
recently entered the contracting 
business. He found it pays to 
hire his own building mechanics. 
One reason for his firm’s nice 
volume of business in this work 
is that a convenient plan of 
financing through a nationally- 
known credit organization is 
available. Besides offering FHA, 
Title I loans up to $2,000, the 
organization also offers its own 
supplemental plan for other 
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This proven plan is making money 
Zola BAO OMe l-Yol(-Vacm | <-MZeltlet-\i mice): 
coast to coast. We mail HOME 


quarterly to your list. 


All you do 


is reap big plus profits! 


YOU SEND US YOUR 
MAILING LIST 


Send us a list of your customers and pros- 
pects within your trading area... that’s 
all you have to do. We start working for 
you immediately. It’s like having a separ- 
ate direct mail sales department that works 
constantly to develop new business for 
you. Your list may be your charge and 
cash customers, your catalog list, what- 
ever you are now using. If you wish we 
will help you prepare a list or provide 
one for you. 


HERE'S WHAT WE DO FOR YOU 


Four times a year; Spring, Summer, Fall 
and Winter, we mail HOME Maintenance 
& Improvement magazine to your mailing 
list. First, we make personal address 
plates for each individual name. Then we 
imprint the front cover of the magazines 
with your company name, address, tele- 
phone number and any message you wish. 
Third, we address each HOME magazine 
and mail it personally to each name on 
your list—and, we pay the postage. This 
isn’t all you get. Periodically, we check 
your mailing list to insure the address is 
correct. All this is done for you without 
any work whatsoever on your part. 


HERE’S HOW YOU PROFIT 


All sales start with first creating a desire 
in the minds of the consumer . . . HOME 
Maintenance & Improvement magazine 
does just that—but in a great big way! 
Everything in HOME magazine, from cover 
to cover, gives the reader ideas on how to 
improve their homes or to build a new home. 
Every story, every article and every idea 
needs the products you sell ... from 
lumber and millwork, to hardware and 
building products. 





Here’s how it works - - - 


The readers come to you for the products 
HOME talks about because your name is 
on the cover. There’s a full page ad de- 
voted to you inside, besides all the edi- 
torial content. Even the advertising asks 
the reader to come in and see you. Every- 
thing in HOME Maintenance & Improve- 
ment magazine, from cover to cover, is 
working to bring the reader into your store. 
HOME is your own company magazine, 
almost as if you yourself wrote it and 
had it printed and mailed, with one big 
advantage—because we are able to pub- 
lish such a huge quantity and because of 
the fine advertising in HOME—you get 
HOME magazine for only a small fraction 
of what it would cost to do it yourself. 


YOU GET ALL THIS FOR LESS 
THAN Ic PER WEEK 


The only cost to you is the service charge 
of handling your mailings of llc per 
copy which includes paying the postage. 
Imagine, less than lc per week for each 
name you give us. This big bargain is 
possible only because the major cost of 
this big four-color macazine is defrayed 
by the national advertising contained in 
HOME. Only advertising of nationally 
distributed building products, the types 
you handle in your yard, is accepted in 
HOME. Thus the advertising too, is helping 
pre-sell the customer for you. 


START HOME NOW 
FOR BIGGER PROFITS 


In just four issues HOME has grown from 
zero to almost 1200 dealers who are hav- 
ing us distribute over 300,000 copies, Don't 
wait—get HOME started working for you 
right now. Remember, your mailing list 
remain’s your property and will be pro- 
tected against any duplication by any 
other dealers. Mail the coupon today. 








(— DEALERS TELL HOW \ 
“HOME” SELLS FOR THEM* 


HOME INCREASES SALES ‘‘6 TIMES!" 


On some items of building supplies, 
our sales have jumped as high as six 
times normal in the weeks following 
the circulation of HOME Maintenance 
& Improvement. 

Neenah, Wisconsin 


HOME SOLD “HOUSE JOB!” 


The results of the first issue of your 
magazine were indeed very gratifying. 
While we did not keep an accurate 
count of the number of calls, we do 
know that we were successful in sell- 
ing one complete house job within one 
week after this particular customer 
had received your magazine. 


Phoenix, Arizona 


“HOME” SELLS EVERYTHING! 


Your HOME magazine hit our mailing 
list about two days ago, and already 
we are being called on to supply 
everything from garage doors to sink 


rims. 
Wallkill, New York 


INCREASES ‘“‘HOME”’ LIST! 


Many of our readers telephoned and 
expressed their thanks, The response 
was so gratifying, we are enclosing a 
new mailing list and have added 


many names. 
Midland, Michigan 


“HOME” STARTS PHONE INQUIRIES 


Kindly rush 10 copies for our own us°. 
as we are getting inquiries by phone. 


Hartford, Connecticut 


“HOME” BRINGS NEW CUSTOMER®! 


We have already felt the impetus 
HOME Maintenance & Improveme:t 
has made on our trade. People w/i° 
never called us before are calling ‘'¢ 


store for copies. . 
LaPorte, Indiana 


*Names of Dealers Available 
on Request. } 




















filled with natural 
color photographs and 
@ illustrations that sell! 


piirea 8%. by 11”, 
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HOME features time- 
ly ideas to improve 
homes or to build 
new dwellings — 
how to apply the 
products you sell 
plus tips on using 
tools.. From cover to 
cover, HOME sells 
for you. 






OWN 
COMPANY 
MAGAZINE 


With your name on 
the cover and full 
page ad inside as 
well as editorial 
content devoted 
entirely to 
you. 






MAIL 
COUPON 
TODAY for 


a4 4- 














l Gentlemen: Date 1952 


I am interested in the possibilities of your HOME Maintenance & 
Improvement magazine to build my sales and profits. Without obligation, 
please send me a copy of “HOME” and more details as soon as possible. 





Our Customer-Prospect list is approximately:(Please check closest figure) 
100fF) 500f) #+1000() 5000 () 10,000 ({ Over 10,000 [J 



























Name 
C O re Company 
Address 
of HOME = City _Zone State 





MAL 10 . American Lumberman & BPM 
° ‘‘Home’’ Magazine, Dept. AL 
139 N. Clark Street 
Chicago 2, Illinois 








ALL-GLASS FRONT of the new 60x60 foot brick-veneer 
display headquarters designed by Mr. Sandy and T. T. 
Weaver. Window display doubles as floor display. 
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BILLBOARDS ARE USED to round out the firm’s adver- 
tising program. One stands beside new display building, 


others are on city streets. 


types of financing. This has 
helped maintain a satisfactory 
volume despite a drop in new 
construction. 

Located in a city of over 10,- 
000 people in the northeast cor- 
ner of the state, the Corinth 
Planing Mill Co. services the 
tri-state area of Mississippi, 
Alabama and Tennessee. In 
1951, the firm did approximate- 
ly $350,000 worth of business. 
Consumer trade amounted to 
75% of this total, the remaining 
25% being contractor trade. 

Advertising media used by the 
firm includes newspapers, bill- 
boards, theater and radio spots. 
All direct mail pieces carry the 
slogan, “No order too small to 
appreciate, none too large to 
fill.” About 2% of sales is spent 
for advertising. 

“One object of our new dis- 
play building is to appeal to 
the women,” Sandy explains. 
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A FORK LIFT hauls and loads cement, concrete blocks, 
plaster and packages of lumber. 
replaces fork when loading sand and gravel. 








A scoop attachment 








Since he was already actively 
engaged in nearly every phase 
of business related to the home 
—an appliance store in town, a 
lumber yard in Booneville, a 
local planing mill and interests 
in contracting and construction, 
Sandy’s logical step toward 
heading up all these enterprises 
in a central display headquar- 
ters was a natural one. 

Permanent displays on the 
interior of the display building 
include various styles of office 
doors of the same material with 
different trim around each. 
Each office was decorated with 
a different inside wall material 
and three types of exterior sid- 
ing are displayed on the outer 
walls of each office. Rest rooms 
are finished in tileboard. Floor 
coverings are rubber tile in the 
display room and oak and yel- 
low pine in the offices. 

The new display building, 











PRIZE-WINNING WINDOW DISPLAY won fourth prize 
in a nation-wide competition among appliance dealers 


located a half a mile from the 
mill, was opened with a two- 
day celebration of product dem- 
onstrations, radio shows and 
prize drawings. 

On opening day, 13 pages of 
the 20-page Daily Corinthian 
described the new building ma- 
terials headquarters and listed 
the 24 prizes worth $1,300 
to be given away. Registraiion 
for the prize drawings resu'ted 
in a 1,400 name customer pros- 
pect list. 

A home economist of onc of 
the appliance companies «em- 
onstrated equipment in the 
model kitchen where guvests 
were served barbecued ham, hot 
coffee, cold drinks and ice 
cream. Afterwards the guests 
saw an automatic dishwasher 
in operation. 

Paints were demonstrated by 
a home stylist sent to the o}:en- 

(continued on page 84) 
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ATTIC REMODELING JOB is one of many home-improvement sales that every 


dealer can make. 


open to the dealer. 


The home-improvement market is the biggest single market 


How to Analyze and Develop Your Market 


By ARTHUR A. HOOD 


Editor, American Lumberman 
Products Merchandiser 


& Building 


PART Il 


What is the ideal pattern for 
a retail lumber dealer opera- 
tion? I think it would run 
something like this: everyone 
who thinks of building or buy- 
Ing a new home will come to 
you first; you will have a com- 
plete plan book service with 
suitable homes priced complete, 
With everything included ex- 
cept the lot; a supply of build- 
Ing ‘ots for families who do 
not have lots; a finance or mort- 
gage plan, all arranged on the 
pre-;riced homes in the plan 
book; a group of quality con- 
tractors who will build your 
line of homes at predetermined 
prices for labor and supervision 
(you to supply the materials 
and equipment at your price) ; 
a net profit for you on the lot 
and everything that goes into 
the home, plus an overall profit 
for accepting responsibility; a 
Control of the profit on the 
Operator-builder market, as well 
as the custom-built market. 


TS 
Buitpinc Propucrs MERCHANDISER 


So much for an ideal pattern 
of retail operation. What can 
we do to build toward this 
ideal? Here are eight practical 
steps: 

1—Start at once to build a 
catalog file— pictures, plans, 
blueprints, material] lists, com- 
plete financing, detail cost, and 
the proportionment of funds be- 


tween the contractor and your- 
self. 


2—Estimate what your sales 
volume in the new home mar- 
ket will be for the next year, 
and appropriate 2% of that 
amount against a_ thorough- 
going advertising campaign. 
Advertise one-stop service, and 
beautiful pictures of homes at 
monthly payment prices. 


3—Secure from each of your 
cooperating real estate men a 
list of his most saleable lots 
and put out some lot signs of- 
fering to build beautiful homes 
on such lots at so much per 
month. 


4—Organize a group of co- 


operating contractors and sub- 
contractors who are bound to 
you through ties of mutual 
profit. Do enough advertising 


so that you become the best 
customer of these contractors. 

5—Thoroughly organize and 
master the detail connected with 
each new home job. Have an 
individual itemized job file, 
which will keep a chronological 
record of the progress on the 
job to completion. 

6—Set up a responsibility re- 
serve of 3% of the selling price 
of the completed package 
against possible consumer com- 
plaints and adjustments. This 
3% will be enough to cover any 
contingencies arising from your 
responsibility, in fact this re- 
serve account will pay you a 
handsome profit. 

7—Have an assignment and 
disbursement form under which 
the money flows from the owner 
and the finance company 
through you to the contractor, 
instead of vice versa. Under 
this form you agree with the 
contractor what he is going to 
get out of the job for labor and 
supervision and pay it to him, 
retaining the rest of the money 
yourself. 

8—Have one, two or not more 
than three, inventory homes on 
hand at all times against the 
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NOW! Cash in on the 


nationwide boom in 
Exterior Color... 





New fast-moving profit builder! 


ASBESTONE (,hroma-|ex 
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Please send me samples and full information on new CHROMA-TEX | 
Siding Shingles. 


N ASBESTONE CORPORATION Makers of Asbestos-C::men! 
ame or ee er eer ae oe tes ; 
5391 Tchoupitoulas St. Products — and Noting 
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| 
Fu eee NEW ORLEANS 15, LA. | Else — for 30 Yeas 
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CHROMA-TEX SIDING SHIN b 
deep, natural-looking texture. Color is two-t6 
—dark in the valleys, light on the ridges—for 
leasing new kind of decorating effect that lends 
itself perfectly to modern exterior decorating 
chemes. Made of asbestos-cement, Chroma-Tex 
iding Shingles are rock-like in their ruggedness— 
reproo!, weatherproof, rot-proof, termite-proof. 
hey need no painting, no preservative treatment, 
o maintenance of any kind. 






X|SIDING SHINGLES 


New deep-grain texture! New color harmony! 


Same lifetime durability! Same low price! 


y Put more color, more style, more SELL into every 
home you build — at no increase in cost. 





Give home buyers the rich, textured effect of the 
costliest siding on the market — for the same price 
as regular asbestos shingles. 


Use the 5 appealing CHROMA-TEX colors to style 


every exterior with true “decorator harmony." 


ASEESTONE —Rugged as the rock it’s made from 


ROOFING AND SIDING SHINGLES WALLBOARD 
CORRUGATED ROOFING AND SIDING 
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POPLAR GREEN DUSTY CORAL 















































TWILIGHT GRAY 
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curt TO ANY SIZE 


A WINDOW POSTER COUNTER EASEL < 


These two aids 
—_ the way 


fall sales of nenenene 


Nuw is the time to start thinking about your fall promotion of Penn- 
vernon Window Glass. And this big Bull Moose poster and counter 
easel will do a lot to spark your activity. 

When you display the poster in your windows and on your walls— 
place the easel in prominent spots inside the store—you’ll be taking a — 
big step in reminding passers-by and customers visiting you that now 
is the time for them to replace broken windows. 

The job is made easier for you because people know the reputation 
of Pennvernon as “window glass at its best!” 

So, we suggest that you ask your local Pittsburgh branch or jobber 
to supply you with these sales-producing posters and 
easels—right away. Ask him, too, about the other sell- 
ing aids that are available to help you do a bang-up 
job on Pennvernon Window Glass. Pittsburgh Plate 
Glass Company, 2197-2 Grant Building, Pittsburgh 
19, Pennsylvania. 







w 
PénnUeRNON WINDOW GLASS 
PAINTS + GLASS - CHEMICALS - BRUSHES : PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 











problem of the family who 
cannot wait for a home to be 
built. As soon as one of these 
is sold start another. These 
dealer-built-for-sale houses are 
called “inventory homes” be- 
cause the materials required 
for such available houses are 
better inventory in a package 
ready for sale than they are 
in the yard itself. Thereby, in 
building one, two or not more 
than three houses yourself, you 
may maintain a clean and sale- 
able inventory at all times. 


There are five distinct advan- 
tages in this inventory home 
proposition, but before I tell 
you what they are let me em- 
phasize that I do not propose 
the dealer should go hog-wild 
into the speculative building 
business. I said, at no time 
should a dealer have more than 
three of these houses on hand, 
and if the market is not brisk 
perhaps one is ample. The five 
advantages are: 

1—You will have a demon- 
stration house or model home 
which will reveal to the people 
of your community what can 
be built for the money. You 
can cooperate with a depart- 
ment store in having one of 
these houses furnished, have an 
opening, and develop many 
leads. 

2—You can put into this 
house odds and ends of inven- 
tory, old stock, short lengths, 
etc., which do not lower the 
value of the house at all, but 
enable you to keep a clean in- 
ventory. 

3—You can take care of the 
buyer who can’t wait for a new 
house to be built. 

4—If you do not sell a house 
you can rent it for a good figure 
and this is an excellent way to 
defer taxes. 

5—And most important, if 
you choose to, you can control 
the speculative building market 
in your community. Let’s take 
a hypothetical case: say there 
is a builder in your community 
who is going to build 50 houses 
in a year, and he comes to you 
and tries to make a deal for the 
materials at cost or less. He 
gets competitive bids down to 
the point where there is no 
profit left for you, so you pass 
up the business and start an 
inventory home in the area 
where he is going to build his 
50 homes. No operator builder 
can possibly build at as low 4 
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O be cost as the lumber dealer, and 
hese after you have your inventory 
hese home built, you can sell it at f 
- are a profit to you for 10% to 15% ae ] 

be- lower than he can sell his 
lired houses. This should make him 

are more tractable the next time A roved 
kage 9 that he wants to buy some ma- 1 PaaroneneD waliPanes 90 welt 

are terlais. : (OR EXCEED) THE REQUIREMENTS OF P 
y, in In oing after the new home COMMERCIAL STANDARD 176-51, AS DEVELOPED 
nore Peck. you should particularly gp tcomccennleheccunt nig Qualit 
you appeal to the sweat equity AND ISSUED BY THE UNITED STATES 
sale- | house market, that is, the po- SUPERIOR WALL PRoDUCTS CO. 
. tential home owner who wants ~~ of the 
van- | todo a lot of his own work and Perini nube ve cvuane. owe 
10ome thus build up his equity. You e. 6 

tel] — should also offer a line of ex- re inis is 
em- | pandable homes and shell, or 
pose skeleton houses, as well as ma- 
wild | terials for a given house, in a H 
ding | package. These are ways to at- | pane Ounci 
time tract different types of buyers 
than of new homes. . 
land, Now in order to get into the The United States Department of Commerce, in 
brisk new home market on the — co-operation with the National Bureau of Standards, 
> five trol basis you have a serious has established Commercial Standard 176-51 for 

problem of manpower. There Prefinished Wallpanels. 

mon- _ — two sources to get it: This Commercial Standard was developed by the 
home a) People on your own pay- members of the Prefinished Wallpanel Council and 
20ple roll. E the base material manufacturers. The members of 

can b) Outside help. this Council have adopted the illustrated guarantee 
You For a period of time you can label to assure the purchaser that he is getting 
part- depend on outside help for prefinished wallpanels conforming to Commercial 
e of estimating, subcontracting de- Standard 176-51, which has been widely accepted 
oan tails, sales and supervision, but , by users and distributors throughout the nation. 
nany § sooner or later, as your volume 

grows, you will want to have a £ 

this | your own construction super- This Guarantee Label iS 

nven- — intendent to handle these de- 


gths, — tails. You should have two spe- 
- the — cial tools, without fail, in con- 
, but — nection with your new home 
n in- § Marketing program: 
First, a preliminary expense 
f the — 2greement: When somebody 
new — Comes in and wants you to 
develop plans and financing for 
— them, charge them as a down- 
icure — Payment 1% of the estimated 
av to | lta! value of their house, to be 
' refunded if the job doesn’t go 
it. if ahead, and to be included as a 
ntrol part of the cost if the job does 
arket go ahead. 
“take You can well afford to pay 
there — Your salesman 50% of this pre- 
unity | liminary expense money as a 
ouses § POnus for getting the down- 
o you — Payment, because it builds a 


EXCLUSIVE 
on the Atlantic Seaboard with 








PREFINISHED 
WALLPANELS 


Here is your assurance—and assurance to your customers—that Superlite 


the | fence around the prospect. The Prefinished Wallpanels conform to the highest standards of quality. 
or . ° 
| second it is to devel 
m = variab] » anmaiinandies angen For features and specifications of Superlite Prefinished Wallpanels, 


‘; no | dividual home, arriving at please see our advertisement on Page 49 
“yass | three prices for the same 
rt an | house: One for a top specifica- 


area | ‘on, one for a middle specifica- 


SUPERIOR WALL PRODUCTS CO. 











id his tion, and one for a cheap speci- 4401 N. American St., Philadelphia 40, Pa. 
1i|der cation. This is a fine instru- 
low a — Ment in competitive selling. “for nearly two decades” 
To be continued in the next issue. 
AN @ 
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STEP-UP your 
_ SALES 


| Stanley 
= CARDED 
i iardware 





You don’t have to run around 
counting screws. and gathering small 
hardware when you have this Stanley 
Carded Hardware in stock. Each of 
the 55 popular items Stanley has 
carded is a complete sales unit... 
identifies itself . . . has screws attached 

. Saves salesman’s time, boosts your 
volume. Order from your wholesaler 

. display it prominently .. . let 
it sell itself! 


The most famous doors in the world 
swing on Stanley Hinges 


The Stanley Works, New Britain, Conn. 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Home Show Display 


The Talbert-Schaab Lumber Co., 
Inc., recently built this effective 


display for a home show at Nobles- 
ville, Ind. The unit fills a 32-foot 


space showing three different ex- 
terior house treatments, and even 


more interior-wall coverings. Island 
displays and a working paint demon- 
stration, increased crowd interest. 
Evergreens and other shrubs added 
beauty. 
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Monthly Sales Averages 


Average percentages of sales over 
a five-year period from 1947-1951 
are recorded month by month on 
above chart. While August, Sep- 
tember, and October are peak 
months, with averages of 10.79% 


August 25 


june 





july ‘aug sept oct 


11.94%, and 11.55% respectively, 
November is an average month 
(8.32%). 

Data supplied by L. W. Johnson, 
president, Johnson Cashway |um- 
ber Co., Omaha, Neb. 
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“You'll be happy with 
YOUNG FLUSH DOORS— 
our © dealers are. 


You’llbe happy 
because the 
contractors like 
them—happy 

with the way 
these customers 
come back for more. 


ou'll have fewer troubles and 





bigger turnover if you sell 
YOUNG—the most beautiful 


1 


flush doors available. 





Of course you can 
get them only through 
recognized distributors. 
Write or wire us collect 
for the name of the dis- 
tributor.in your area. 


sland 
mon- 
rest. 


idded 





Why You Should Sell 
YOUNG FLUSH DOORS 


defective in any way they will 
be replaced without question. 
2, BEAUTIFUL . . . domestic 


woods used exclusively; birch, 





gum and mahogany in stock— 
4 other hardwoods on request. 





_ Our principal suppliers are 
recognized as foremost in ply- 
veceto Moll thiolaivlalite B 3. SuB- 
STANTIAL . . . precision-made 
with great stability .. . 3 ply 
faces, of course, and kiln dried 
soft wood frame . . . Insulite 
core. 4 MORE PROFIT . . . low 
initial cost and complete guar- 
antee make satisfied customers 

dee es with repeat business that adds 


up to a better deal for you. 


vely, UJ YOUNG WOOD PRODUCTS CO. 
onth 45240 Grand River Ave., P.O. Box 166 
Novi, Michigan 

nson, 

i.um- 
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MODERN BULK-DIPPING METHODS of treating lumber are fast and econom- 
ical, make it rot and termite-proof. 


Is Treated Wood the Answer? 


Florida wood preserver tells what he believes 
is wrong with lumber sales, particularly in the southern 
states where the termite problem i is worst. 


By GERALD V. COOK 


Address before the 32nd Annual Convention 
of the Florida Lumber and Millwork Asso- 
ciation, Tampa, Fla. 


Our state has _ practically 
built itself on our tourist trade 
—both financially and phys- 
ically. Many retired “Yankees” 
(if you wish to call them that) 
are not all wealthy, and when 
they want to build or buy a 
home or start remodeling, they 
bring their troubles to you, the 
dealer. They are from a coun- 
try that has no termite problem 
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to speak of, and that is why 
they come here and needlessly 
expose their homes to rot and 
termite attack. 

Some may have heard of our 
termite problem—m ore than 
likely from someone who says 
the only way to lick the prob- 
lem is through the use of some- 
thing besides lumber. But if 
the dealer takes the time and 
trouble to do a little treated- 
lumber promotion, he will be 
of benefit both to himself and 
to his customer. 

The remarkable success of 
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the railroads in treating ties 
and other wood products has 
not only proved the economy of 
using treated lumber, but has 
also shown that wood is one of 
the more permanent construc- 
tion materials. It is now com- 
peting with steel and concrete. 

Many large industries have 
turned to wood preservation 
and are using treated telegraph, 
telephone and power  pvles 
(also cross-arms), dock and ter- 
minal construction, mine itim- 
bers, highway fencing, guard 
rails, and bridge timbers. ‘l're- 
mendous advances have also 
been made in late years in the 
use of treated lumber for resi- 
dential and commercial con- 
struction. 

For outdoor industrial use a 
wood preservative should be 
toxic to the enemies of wood, 
permanent, non-leachable, high- 
ly penetrative, safe to handle 
and use, non-corrosive, and eco- 
nomical. For building purposes 
and other special purposes it 
should: be clean, paintable, 
odorless, fire resistant, and 
moisture repellent. Nearly all 
these requirements are met in 
today’s preservatives, which 
have been carefully engineered 
to the point where they are in- 
dispensable to the building in- 
dustry. 

The war situation has been 
of benefit to lumber in this re- 
spect; it has held back the 
flood of competitive products. 
But what will happen when the 
situation is eased? It is my 
opinion that we have reached 
a point in history where the 
tectonic advance in metals and 
chemurgy cannot go much fur- 
ther. Being lumber men first 
and metals men _ second, we 
should take an optimistic view 
of this, since all of us are con- 
cerned with the inroads that 
hard materials have made on 
lumber sales. 

If we are to continue to sell 
lumber it’s an absolute must 
that we sell treated lumber. 
The day when untreated lum- 
ber was able to stay ahead of 
concrete and other hard mate- 
rials is over. This is especia!ly 
true when we consider that the 
lumber we get today is largely 
second growth and slash pie 
that hardly compares with that 
of a bygone era. Nobody ear- 
nestly desires that homes ‘e 
built entirely of concrete, yet 
that’s exactly what’s going ‘0 

(continued on page 82) 
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STAN stands for Weldwood® STANdard Hardboard. 


TEMP, for Weldwood RezTEMP Hardboard, the 
oil- and plastic-treated ... water-resistant hardboard. 


Just get a load of us, and...zing!...you’re back 
for a second load. And back and back and back, for 
every hard job you can think of. 


And we can take it. For we’re tough, strong, and we 
stand up to any job. 


But we also work easily. Planes and saws and chisels 
shape us with sharp, clean edges. 


And have you heard about how we get along with 
paint brushes? You see, we’re light in color. So even 
pastel prints flow on smoothly. 


Today, place your order for Weldwood Hardboard. 
It will be followed, soon, by repeats... by request of 
your most enthusiastic customers. 











To meet all your requirements: both 
Standard and Reztemp Grades of 
Weldwood Hardboard come in three 
popular thicknesses: 1/8”, 3/16”, and 
1/4”. In sizes: 4’x6’, 4’x8’, 4’x10’, 4’x12’ 
and 4’x16’. Panels up to 4’x12’ are 
wrapped six to a package. Weldwood 
Reztemp Tile Board is available only 
in 1/8” thickness and sizes 4’x4’, 4’x8’, 
4x12’. 

Call your Weldwood salesman for Weld- 
wood Hardboard or Tile Board today. 











WELDWOOD* Hardboard 


Manufactured by Abitibi Power and Paper Company 

Distributed Exclusively By 

UNITED STATES PLYWOOD CORPORATION 

World's Largest Plywood Organization 

55 West 44th Street, New York 36, N. Y. 

Branches in Principal Cities * Distributing Units in Chief Trading Areas 











Books for Calculating 


BUYER AND SELLER LUMBER CALCU- 
LATOR. By H. R. A. Baughman. Sixth 
pocket edition. Lumber tables show all sizes 
and lengths in general use, and the number 
of feet in any number of ‘pieces can be deter- 
mined at a glance—same tables can be used 
for addition, multiplication and division; 
also for computing dollars and cents by use 
of the decimal point. Also diagram and rules 
for cutting rafters, rules for finding the num- 
ber of shingles and number of feet of flooring 
and siding for any size building, other help- 
ful hints. Price $4.00. 


EXPERT LUMBER PRICER. By E. M. 
Hiatt. A page for each price per thousand, 
in steps of $1 from $25 to $150, and steps of 
55 from $150 to $200. Along the left side of 
each page are listed by thickness and width 
the different items carried in the ordinary 
retail yard, and along the top margin are the 
various lengths. Turn to the price and find 
where the item and length lines cross, then 
find price per piece. Price $7.50. 


AMERICAN LUMBERMAN, INC. 


a 


HANDY LUMBER CALCULATOR. A use- 
ful pocket size manual including a lumber 
calculator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 


LUMBERMAN’S AMBIDEXTER. Revised 
Edition. The most widely used calculator in 
the industry. Easily used with thumb index. 
All figures can be relied on as being correct. 
Price $3.50. 


WOOD WORKERS MANUAL. By H. G. 
Conrad. A book designed to quickly find cost 
and selling price of mouldings and interior 
trim, furniture, and everything manufac- 
tured from lumber or other material where 
lineal or square measure will apply. Shows 
price per square foot from 14 inch width to 
10 inches depending on price per thousand 
square feet. Price $5.00. 


Terms postpaid, please include 
check with order and mail to: 


139 No. Clark Street, Chicago 2, Illinois 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 


anes = = 

Sferidiing fein (Ciypuany 
564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 


WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 
THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 


PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 























Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 


Lumber Co. 
YEON BLDG., PORTLAND, ORE. 


NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. O. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


ALEXANDER LUMBER CO. 
435 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing In Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 





THE MARK OF QUALITY 
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Nice Looking Booth! 


Not every salesman has a chance 
to meet such a pleasant customer 
every day. Salesman Wylie Van 
Wart of the General Builders Sup- 
ply Co., Boston, had the good luck 
of presenting actress Ilona Massey 
with a chopping block as a memen- 
to of her visit to the company’s 
booth at the New England Home 
Show. 

It seems to be a happy occasion 
for both people. (Note: General 
Builders Supply Co. offers a pack- 
aged price, including labor, for 
installed jobs.) 


Public Relations Ideas 


Tours, toys, literature hand-outs 
and product information meetings 
are all good public relations media 
and all of them are used by The 
Suburban Lumber Company, Cleve- 
land, Ohio. 

The company conducts local 
grade school geography classes on 
tours of their plant, stressing that 
“Trees are your. oldest living 
friends.” Scrap lumber is supplied 
the year around to the Shopsmith 
Club, whose members make toys 
to give orphans on their birthdays 
and at Christmas time. 

The company sponsors periodic 
product information meetings 
where the amateur and the pro- 
fessional builder can get more com- 
plete information on _ building 
products; meet and talk with 
manufacturers’ representatives; se- 
cure advice from experts in various 
lines of building materials. Officials 
from savings and loan associations 
attend to advise on financing prob- 
lems. 
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( Here's the one thar 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit, 
WILL NOT SHRINK SELLS BETTER because 


STICKS AND STAYS pir 

























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What’s more, 

urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





DURHAM 
< COMPANY 
“4 Des Moines 4 
lowa 
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Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1”, 124”, 122”, 1%” lengths. 
Advise quantities. Prompt shipment. 






SPECIAL MANS RIVETS SORES 
: 3 


JOHN HASSALL, INC. § 


160 Clay Street ; I 
Brooklyn 22, N. Y. F 
Established 1850 
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PLENTY OF PARKING SPACE and attractively landscaped grounds help bring customers into the Seale 


Lumber Co. 





ROBERT TIL- 
LERY, draftsman, 
and Ed Lacy are 
shown here at 
work planning a 
customer’s house 
in the planning 
department (left). 


B. F. SEALE, 
president, check- 
ing his mat serv- 
ice book for an 
appropriate ad to 
run in a local 
paper. 


Home-Planning Service Pays Off 


“Our planning service is a ‘must’, 


’ 99 


says Ala- 


bama dealer, who has been offering it free to his cus- 


tomers for the past 20 years. 


Transforming customers’ 
ideas on home construction and 
remodeling into a finished 
house is the specialized service 
offered by the Seale Lumber 
Company, Ensley, Ala. This 
Service—offered free—has been 
Increasingly successful for the 
Past 20 years. Most of the com- 


| Pany’s present customers come 
| to Seale’s on the advice of other 


Satisfied customers. 
Taking advantage of experi- 
€nce through the years, Bed- 
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ford F. Seale, president of the 
firm, and his partner J. M. 
Vakakes, have improved their 
planning department until to- 
day it is the heart of the busi- 
ness. 

On new construction or mod- 
ernization jobs, the firm offers 
a complete service including 
such things as helping the cus- 
tomer decide on the best plans; 
then having the plans drawn 
for him; furnishing temporary 
loans until permanent mort- 





gage loans start under Title I, 
FHA; suggesting a contractor 
for the job, taking of bids on 
the work, and following the job 
with regular inspections to see 
that satisfactory work is done. 

Under the provisions of Title 
I, FHA, Seale is going after 
work that can be done within 
the $2,500 limitation. This in- 
cludes remodeling, moderniza- 
tion and repair. 

“Our planning service is a 
‘must’,” says Seale, “and we 
cannot emphasize too strongly 
the importance of taking ad- 
vantage of the provisions of 
Title I.” 

To keep business flowing into 
the office, Seale has employed 
an extensive advertising pro- 
gram including two mat serv- 
ices, pictures of the company’s 
local jobs, radio advertising 
= (continued on page 84) 
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A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


x * * 
CARLOAD SHIPMENTS OF 


BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 14” to 34”. Complete stock 
sizes. ; 


BIRCH DOOR PANELS 


Grades available: A-3, 1-3, 2-3, 
3-3, in 4%” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30’ to 100’. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 
DOOR PANELS 


birch and gum \% and %. 


STOCK PANELS 


birch and gum, all sizes 
SHEATHING 
fir and gum, all sizes 
Specify your Requirements 






x * * 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
276 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehouse— 
Tel. TY 4-4095 


RAT CONTROL PROBLEM is dramatized at a glance. 





Push Sales of Garbage Cans 


Hill-Behan window display dramatizes prob- 


lem of rodent control. 


Dramatizing the rodent prob- 
lem with a unique display win- 
dow has helped Hill- Behan 
Lumber Company, St. Louis, to 
sell a record volume of galvan- 
ized metal garbage and waste 
cans, mouse and rat traps, rat 
poison and similar materials 
year after year. 

The entire promotion revolves 
around a window display 
which, under the title “Rat 
Control Is Up to You!”, has 
effectively driven home to many 
homeowners the necessity of 
freeing their homes from rat 
and mouse infestation. 

The display that increased 
sales for Hill-Behan consisted 
of a large drawing which illus- 
trated a typical unkempt alley 
of trash cans knocked on their 


sides, litter of various types 
with rats running through it. 
In the actual window were bat- 
tered garbage cans, picked up 
by the Hill-Behan concern for 
the purpose from which rusty, 
soiled cans and broken bottles 
were spilled. 

In contrast, on the opposite 
side of the window were new 
rat-proof sanitary refuse cans 
offered by the Hill-Behan (irm, 
as well as packets of rat pol- 
sons, mouse and rat traps, and 


_ similar safety measures. 


The display, repeated at all 
three of Hill-Behan’s retail 
showrooms in the St. 
area, got excellent results. 
Sales of all items designed for 
rat control mounted rapidly. 
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Coffee Time 


Give your yardmen a break, too. 
Put a hot plate in the back room 
for them to brew up their own pot 
of coffee, especially on cold days. 
It’s an idea that many dealers are 
toying with, but really ought to be 
put into practice. The Queal Lum- 
ber Company of Des Moines, Ia., 
finds it works well because it keeps 
the boys, so to speak, off the street. 


Helps Young Baseball 
Players 


The Scarpitto Lumber Company, 
North .Adams, Mass., has found 
that sponsorship of boys’ baseball 
leagues is good public relations as 
well as good business. The manage- 
ment has supplied all the material 
to make a large baseball score 
board for the city’s Little League, 
boys from 8-12 years of age. It has 
also encouraged the Junior League, 
boys from 12-16 years of age, by 
paying part of the bill for their 
uniforms. 





Lumber Yard Tours 


for Students 

A standing invitation to visit 
the !umber yard is spreading good 
will for Metamora (Ohio) Lumber 
& Coal Company. School pupils, the 
future adult customers, are wel- 
come at all times to visit the lum- 
ber yard. A special invitation to 
make a tour of the yards and thus 
familiarize themselves with the 
merchandise and services offered 
by Metamora Lumber & Coal Co., 
goes to the FFA boys and their 
teacher every fall. 

The O’Brien Lumber Company, 
Canton, Ohio, recently conducted a 
group of very interested third and 
fourth grade pupils through its 
yard. The dealer feels the informa- 
“on learned by these pupils will 
remain in their minds a long time 
and that they will know where to 


| $0 when they need building ma- 


terials later in life. 
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Try THIS for size! 


JUST ONE SHEET 4 FT. x12 FT. GIVES YOU 
432 4IN.x4 IN. TILES 
AND NO PREMIUM FOR SIZE. 
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SUPERLITE PREFINISHED WALLPANELS are %” thick, available in sheet sizes 4 ft. 
wide, and from 4 ft. up to 12 ft. long. Finished four ways: solid colors, tile design 
(4” x 4” square), Leveline (horizontal lines on 8” centers) and in Leatherwood 
(a grained leather effect), in four colors and in one sheet size: 4 ft. x 8 ft. 






































Agi 


LEATHER WOOD 











PLAIN TILE EFFECT 


DELUXE 


LEVELINE 


PREFINISHED 
WALLPANELS 


Manufactured by 


SUPERIOR WALL PRODUCTS CO. 
4401 N. American St., Philadelphia 40, Pa. 


“for nearly two decades” 
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The Goldbergs 
make a 


great show with 


REYNOLDS (me (ALUMINUM 





The management group: David Bloomfield, 
Treasurer, lvan Goldberg, Bus. Mgr., Isaac 
Goldberg, Pres., Morris Goldberg, V. P. 











BUILDING PRODUCTS 








Goldberg’s truck fleet makes daily de- 
liveries from large warehouse facilities to a 
4-state area of more than 2,500 accounts. 


REYNOLD 
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Published in the interest of better com- 
pany - jobber - dealer reiations. Write 
for literature. Reynolds Metals Com- 
pany, Building Products Division, 2001 


South Ninth Street, Louisville 1, Kentucky. 
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“Watch aluminum go places — learn about it 
and sell its advantages!” That’s the sales key- 
note of Goldberg Wholesale Supply Corp., 
Tarrytown, N. Y. 

Organized nearly a half century ago, this 
company now has affiliates in Troy, Utica, and 
Unionville, Conn., with a large sales force 
servicing over 2,500 dealers in four states. 
Goldberg is exclusively wholesale, serving 
only legitimate dealers and commanding their 


» loyalty in return. The company specializes in 


nationally recognized products, has complete 
warehouse and trucking facilities, and covers 
all dealers with weekly sales bulletins of which 
4 out of 5 feature aluminum. In less than five 
years, Goldberg’s sales of Reynolds Aluminum 
building products have multiplied ten times. 
At a regular weekly sales meeting, Sales 
Manager Robinson summed it up this way: “I 
believe this is the start of the Aluminum Age. 
In our business its expansion has been phe- 
nomenal and it has only just begun!” 
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Sales Mgr. Robinson discussing 
Reynolds Aluminum Flashing 
inventory with a warehouse- 
man. Besides standard roll and 
flat-sheet flashing, Reynolds 
also supplies display cartons of 
ten 18” by 48” sheets. 


Reynolds Aluminum Reflective Insulation is an impor- 
tant item in the Goldberg line. They sell the advan- 
tages of high efficiency without bulk, at low cost, and 
with perfect vapor barrier protection. 














“ eased 


Reynolds offers a complete line of Residential Windows...Casement, Awning and Reynolds Lifetime Aluminum Gutters and Downspouts 
Double-hung, with fixed and picture window combinations. Send for complete catalog. are a major part of the Goldberg business. They come in 
Ogee and Half-Round styles, smooth and stippled finish. 


Military demands for aluminum limit 
present supply of these products, but 
Reynolds aluminum capacity is rapidly 
catching up. Keep checking your sup- 
ply source. 


ALUMINUM 


) 1 
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STACK ON END—vertical stacking will keep the window in true alignment, very important 
1 since these windows are precision-made. 


How to Store and Install Aluminum Windows 


‘“Do’s and don’ts” for you and your contractor customer. Why not 
check these pictures with him? 
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<i an : . ; 4 
LIFT ON AND OFF the truck. The windows are ON THE JOB—windows should be resting in an 
? often packed two to a carton. Be sure the odd win- 3 on-end position, not on its hardware as in this plc 


dow rides in an upright position. ture. 
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case of aluminum windows, which must be properly 


4 LEVEL AND PLUMB—this is very important in the 
installed to serve the homeowner. 


Photos courtesy Aluminum Window Manu- 
facturers Association 
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minimum air infiltration. Here is a simple test to 
show whether window is properly anchored. 
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7 ANCHOR THE WINDOW for easy operation and , 





5 















WEDGE CAREFULLY—this insures that leveling 
and plumbing position is maintained while the win- 
dow is being installed. 








ANOTHER COSTLY ERROR is using an aluminum 
window for support for scaffolding. This can easily 
impair the precision operation of the sash. 








PREVENT PLASTER JAMBING the operating parts 
by stuffing rags between the sliding members of 
sash and frame_as shown here. . 
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WHILE UNLOADING HIS TRUCK, this truck-driver salesman is shown talking 
with the farmer who has purchased the building materials. 


Make Your Truck Driver 


A Salesman, Too 


The success of your company and even of 
your truck driver’s job depends on a continued volume 


of daily sales. 


A West Coast lumber dealer 
offers an idea that will make 
more sales for your company, 
be good advertising and won’t 
cost you a thing. 

K. H. Weber, owner of the 
Weber Lumber Co., Ridgeland, 
Ore., suggests you make your 
truck driver a salesman for 
your company. He cites this 
example: 

“A lumber and building ma- 
terials dealer sent out a truck 
with a load of building mate- 
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rials to a small suburban 
farmer. The truck driver de- 
livered the materials, collected 
the money and drove away.” 

This dealer, Weber feels, 
isn’t a good progressive mer- 
chant. Here was a good chance 
to make further sales, but in- 
stead his truck driver goes 
away without looking for new 
business. 

His second illustration ex- 
plains how an alert truck- 
driver salesman would handle 


a routine delivery to a customer, 


“A lumber and building ma- 
terials dealer sends out a truck- 
load of building materials to a 
customer. The truck driver not 
only delivered the materia! and 
collected the money, but didn’t 
leave at once. Instead, while 
unloading the material and 
talking with the customer, he 
kept his eyes open for other 
sales possibilities. 

“He noticed that the roof of 
the farmer’s house and barn 
needed staining, that the farmer 
had some new machinery, but 
no shed to store it in. So after 
unloading his truck, the truck- 
driver salesman suggested to 
the farmer that he bring out 
some stain for his roof, told 
him how easy it was to build a 
new aluminum machine shed 
for his equipment. The house 
and other buildings needed 
painting and he suggested that 
his firm supply the paint. 

“While the driver and farmer 
were talking, the farmer’s wife 
appeared; the driver pointed 
out how smart a new asphalt 
tile floor would look in her 
kitchen and how a little enamel 
would brighten her kitchen 
woodwork.” 

The logical question on your 
mind at this point is, “Did the 
truck-driver salesman make any 
sales?” 

Yes, he made some sales. The 
farmer didn’t order everything 
the truck-driver salesman sug- 
gested, but he did order the 
asphalt tile and paint for the 
house. About two months later, 
the farmer decided to build a 
machine shed and you _ prob- 
ably can guess where he bought 
his materials. He had been sold 
on the idea that this lumber 
dealer was a good progressive 
merchant—that he could sup- 
ply him with everything he 
needed, and he felt that this 
building material dealer was 4 
good place to trade. 

In addition to increasing 
your sales and good standing 
among your customers, your 
truck driver will feel like 4 
3 important employe—and 

e is. 
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Walled Lake FLUSH DOORS 


IN BEAUTIFUL BIRCH AND GUM VENEERS | 





Dou t let appearance fool youl 


REMEMBER... THEY ALL LOOK ALIKE... 


When you buy a Walled Lake Door you get not only quality material 
and expert workmanship but also sound design and construction. You 
can be sure of long lasting beauty and customer satisfaction. You 
avoid complaints due to warpage, delamination, or core marks on 
surface. Installation is easier. You can rely on uniform high quality. 


The all-wood “Ladder” Core and 7 ply cross lamina- 
tion results in top structural strength and rigidity 
without excessive weight. Walled Lake Doors retain 


their flatness and balance because of superior de- 


sign and construction. 


@ CHECK THESE QUALITY FEATURES! 


1 Air vents at top and bottom combined with 
" ‘adder core provide continuous air circulation 
» prevent warpage and delamination. 


2 One inch trim may be cut at either end with 


8 : 
no danger to saw travel or weakening of con- 
Struction. 


3 Two lock areas 434” x 24” permit installing 
* hardware on either side and rotating door for 
matching grain and positive door balance. 








What's Behind 
The Panel? 








FF 
0636000 


Highly water resistant POLYVINYL RESIN GLUE 

® is used for all interior doors . . . it is -not 

affected by weather conditions and is endorsed by 

Formica in Woodworking Digest, March 1950. Highly 

waterproof UREA FORMALDEHYDE RESINS are used 
for exterior doors. 


5 Seven-ply all wood construction. Plywood pan- 
® els are ALL-BIRCH (or ALL-GUM), guarding 
against warpage and delamination. 


QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION 





—— 
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. +» YET PRICED SUBSTANTIALLY BELOW DOORS OF SIMILAR QUALITY 
p) 
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MERCHANDISING CLINIC 


The Answer to 
Competitive Bidding 


The hopelessness of getting a sub- 
stantially higher price than some one 
else for an identical lumber list that 
is peddled from lumber yard to lum- 
ber yard is becoming increasingly ap- 
parent as price guns blaze. The sat- 
isfactory answer for seller and buyer 
will never be found in competitive 
bidding. The first step in profitable 
selling (for customer as well as 
dealer) is a full understanding of 
what the buyer is trying to accom- 
plish . . . the buying motives which 
interest him most. Once this is deter- 
mined, it then is possible to take the 
emphasis off the original quotation 
and put it where it belongs. That 
usually calls for selling the complete 
package rather than lists of mate- 
rials. 


The salesman who can really 
show the prospect how to save 
soon takes the emphasis off the 
original quotation. 


The Familiar Signal 


“I can buy exactly the same mate- 
rial for less money” seldom brings 
fear to the heart of the efficient 
salesman. It merely is the familiar 
signal that reveals the prospect is out 
to save money and is using the only 
method he knows. It is up to the 
salesman to show him a_ better 
method . . . and, unfortunately, this 
is where the rub usually comes. If 
the salesman is unable to do so, the 
inevitable result is price-cutting. If 
the quotation has been too high in 
the first place and the salesman is 
willing to reduce his price, he does 
the very thing that makes it difficult 
to complete the sale on any sort of a 
satisfactory basis. He loses the con- 
fidence of the prospect ... a highly 
important factor in any business 
transaction. 


Salesmanship must im- 
prove as production mounts, if 
we are to dispose profitably of 
larger and larger output. 


Confidence Is an 


Essential Ingredient 
It is true that most prospects ap- 


pear to be interested in price only, 
but the emphasis should be placed on 
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“appear” for here is the key to the 
profitable sale, if one is to be com- 
pleted. This interest in price is also 
built on suspicion, which in tura 
stems from the willingness of many 
lumber dealers to cut prices on lists 
of materials, creating a particularly 
tough situation since both buyer 
and seller start the transaction with 
lack of confidence in each other. First 
step is to determine whether there 
isn’t some way by which this confi- 
dence can be restored. Without it, 
the going will be rough for all par- 
ties concerned. 


. . . Reducing the original quo- 
tation never creates confidence 
in the seller. 


Bad Beginning 


One sure way of creating addi- 
tional distrust on the part of the 
prospect is to exhibit timidity con- 
cerning the price to be quoted ... to 
try and find out where he expects 
to get figures. Many a good prospect 
has been turned into a price-shopper 
by the dealer who endeavors to learn 
whether other figures are to be ob- 
tained. Stalling around before quot- 
ing usually is a bad beginning unless 
conducted far more skillfully than 
usually is the case. Naturally, hurry- 
ing to quote a price of some kind 
isn’t smart selling either. The first 
step, as stated above, is to obtain 
the confidence of the buyer. Regard- 
less of how difficult this may be, it 
seldom is achieved by questioning the 
accuracy of some other list or com- 
petitive quotation. 

Invariably such a_ procedure in- 
creases, rather than decreases, the 
suspicion that the dealer’s price is 
too high. It might as well be admit- 
ted at this point as long as the 
transaction hinges on a competitive 
bid on raw materials, the chance of 
making a satisfactory sale diminishes 
in proportion to the extent to which 
price enters the picture. The job is 
to analyze the customer’s needs and 
to determine just what he is trying 
to accomplish. This leads directly 
from competitive bidding on raw ma- 
terials to package selling and a care- 
ful consideration of the many money- 
saving factors included in the com- 
plete unit. 


... The price per M of lumber 
is never as interesting as how 
the boards can be used to ac- 
complish the purpose of the 
prospect. 


Sell Use Rather 
Than Materials 


“What are you going to use this 
lumber for?” may seem like ap im- 
pertinent question if stated this 
bluntly, but it can be asked pleas- 
antly in many different ways ... 
and it should ALWAYS be answered 
before the dealer can proceed very 
far with the sale. Usually the per- 
son who draws off a list of mati rials 
isn’t as well versed in the many 
grades as the lumber dealer who 
sells them. Amounts will vary too, 
Consequently, it is only natural that 
the seller should want to know “what 
for” before he begins to quote prices. 
His ability to offer a good sugges- 
tion on a single item will go far in 
obtaining the confidence of the pros- 
pect. A walk through the lumber 
yard to demonstrate the soundness 
of his suggestion—the assurance that 
“we’ve got everything here that is 
needed to meet every possible situa- 
tion” begins to make the _ prospect 
appreciate that he needs help and 
that “there is more than one way tu 
skin a cat.” 


. .. There is invariably an op- 
portunity to shift the emphasis 
from raw materials to the com- 
plete package. 


What Is the Customer 
Trying to Buy? 


Once there is full agreement on 
the question as to whether the pros- 
pect is trying to buy boards, or is 
more interested in a building, the 
selling problem begins to take defi- 
nite shape. If it is a building, the 
job is far less complicated. No two 
buildings are the same and there are 
a dozen selling points that can be 
used to sell a structure as compared 
with the difficulties involved in com- 
paring the relative merits of two 
boards of the same species and 
grade. 


The big shift is to packae 
selling. 


The Real Way to Save 


It is only when the consumer buys 
the completed unit that he is able 
to determine whether he is getting 
what he is trying to buy. Proper use 
of materials in tested designs insure 
year-to-year economies that aré 
many times greater than fictitious 
“savings” of a cut in the original 
price. 
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“ WHAT’S NEW 
Products .... Sales Aids... . Literature 
SEND FOR THESE: ‘ 
this Bessler’s new catalog illustrates 
im- and describes the seven models in the 
this oe = ee stair- ef 
boom way line, adaptable to any new or ; - Va 
—_- old ay —. Many of the fea- ” CELOT EX 
soe tures in the Bessler line are exclusive, PRE 
ered and will prove of benefit to the home asi — — 
very designer and builder in helping sell ssa 
per- the structure. The Bessler Disappear- . eebeag 
rials ing Stairway is the original design in 
any its field, invented by Frank Bessler 
who in 1909, and hundreds of thousands 
tee __— . of satisfactory installations have been 
that — - made since —_ a Bessler prices 
' 9 are reasonable. or catalog write pone } 
what What's YOUR Answer? Beasker Diseppearing Stairway Co., —s—«—i(i<é‘ié 
1ces } 
; Test your product knowledge as ept. , 1900 East Market St., - 
sBes- well as your knowledge of — other Akron 5, Ohio. | | a 
ar mM dealers are doing by taking this quiz. me 
pros- “Rate veel’ 2 points for each G es eene All-Steel Galvannealed . 
mber correct answer. 100-90%—excellent; ai uae nl pb — New Counter Display Ready 
iness 80-79%, good; 70-60%, fair; 60-50%, rit tm came pt Colorful new counter display, 
that ee . 7 doors. A special section is devoted with built-in sample of product, 
at is 1—In analyzing your retail to the 9’-wide door developed by dramatically points up features of 
‘itua- lumber market, what’s your first Strand to provide greater room for the Celotex Corporation’s new eight 
spect § Jogical step? the newer, wider cars. Receding foot reflective rock wool blanket. 
and finished l (track) and canopy-type doors in the The sample is shown in simulated 
ay to » ae f aie nisAnS d ti . @ _ "s ge — Be! 16’-wide re- wall installation between studs, 
oard manufacturer is advertis- ceding door (styled for openings : 
. . duct with f dif- without a center post) are described with the actual rock wool revealed 
ing its product wl our in the folder. All doors are styled | through a window of clear acetate. 
ferent: textures? with horizontal lines to give modern Headlines tell how this double- 
p- 3—People are likely to gather beauty to garages. Also included is a | duty product, which retards flow t 
is around your show window like step-by-step description of the proper of both radiant and conductive heat, 
n- fies if. met hind of procedure for building garage door gives far more insulation value 
les 1 you use what Kind Oo openings in the various sizes to ac- per dollar. Captions, which are - 
display? commodate door installations with a keyed to sample, emphasize that 
4—Asbestos with built-in col- ta, —, oe ee the layer of rock wool, approxi- 
or is now being offered in what Products Company, Dept. AL, 2244 mately two inches thick, is encased 
siding manufacturer’s ad in this E. Grand Blvd., Detroit 11, Mich. for clean, easy handling; that one 
issue? = ; ; surface of the blanket is reflective 
; ' A’,Comparative Chart of Pliers and with asphalt vapor-barrier on back, 
5-The truck driver who Adjustable Wrenches is a carefully and that the blanket i ipped 
t on , , : e blanket is equippe 
he merely unloads his lumber and compiled — pans ——— and with tough, self-spacing nailing 
3 ‘ie : compares the numbers o manu- : 1s 4 
or 18 driy ” off without any further facturers of pliers and wrenches. flanges for rapid nailing or stap 
the adieu isn’t being a very good Some 144 pliers and adjustable ling. Printed in 5 colors on heavy 
defi- what? wrenches are listed. Shown opposite cardboard. Over-all Size: 22% 
- the 6—When you see the word it, for quick reference, are the brand inches high by 17% inches wide. 
. two “N»metal” . we names and tool numbers of other sup- Write Celotex Corporation, Dept. 
on umetal” you immediately as- pliers of similar items. Also included AL, 120 S. La Salle St., Chicago 
i sociate it with what product, is a pictorial diagram, the “Family 3, Ill. 
wer according to one manufacturer? = Common Pliers” oe —_ 
" . e logical groupings of pliers by 
com- A ~Appliance sales amounted design characteristics. For copy of 
two to how much of one Mississippi this 8-page folder, write Educational 
and dea'er’s business? Dept., AL, Utica Drop Forge & Tool 
&—“Mileor” is a trade name Corporation, Utica 4, N.. ¥ 
in steel; what large steel com- orga. 7 to — is F. nen 
anv j catalog o estinghouse-Sturtevan 
7€ nei t — advertiser) lays products. The two-color general prod- 
mm UO it? uct and application catalog is divided 
%—What other steel company into three sections: one, a 21-page 
practically guarantees safe ar- — rane 9 yo Mn oe 
is , “putting-air-to-work” application sec- 
writ gf lumber thats strapped nan tne age ngs? 
hg ’ ing data section. “Quick-Finder’ " " 
buys Its ad? chart —, oo, the — Thomas "Profit Package 
able \0O—If you think the home-  0f selecting the right piece of equip- “Profit Package” is the name 
-tting owner is vi htly confused over ment for the job: it does this by of the new paint roller-and-pan 
use Ge uw gntly : cross-indexing equipment performance display box just introduced by 
ps and downs of Regulation and job requirements. On the same Th Products Co ny. Made 
ngure , ws ° - et yniale ys “niet omas Products Company. 
, What about the poor retail page is a “Quick-Finder” index inte of tunis techeed wae ons 
Rie dealer’s dilemma over S.R. 29 grated with the “Quick-Finder” chart. ki vd abondet te th 1 
tious and S.R. 106? _ For Catalog 600, write Westinghouse strikingly illustrated in three col- 
iginal — , Electric Corporation, Dept. AL, Box Ors, the new display-containers are 
Answers on page 82 2278, Pittsburgh 30, Pa. _designed to provide buy-appeal to 
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roller 
dealer’s 
floor or in the Thomas floor display 


and pan sets displayed on 
shelves, counter, window, 


Write Thomas Prod- 
Dept. AL, 8490 Lyn- 
Detroit 21, Mich. 


merchandiser. 
ucts Company, 
don Ave., 


24-Inch Magnesium Level 


The first die-cast magnesium 
carpenter’s level in standard size, 
takes advantage of magnesium’s 
lightweight, dimensional stability 
and ruggedness. The 24-inch mag- 


nesium level, featuring perma- 
nently set vials which are moisture, 
dust and dirt free, is fully guar- 
anteed as to accuracy, workman- 
ship and materials. The level in- 
corporates a new vial fluid which 
is designed to withstand greater 
extremes of temperature. Attrac- 
tively finished in gold bronze with 
royal blue putty sealing the per- 
manently set vials, the new level 
is being offered at popular price. 
Write Mayes Brothers Tool Man- 
ufacturing Company, Dept. AL, 
Port Austin, Mich. 





HARCO 


© IN TEXTURE 
e IN COLOR 
° IN GRADES 





BRAND OAK 





FLOORING 


HARCO BRAND oak flooring is manufactured in 
one of America’s most modern flooring mills, located 
in the heart of the famous Appalachian hardwood region. 
From choice timber, comes uniform texture and color. 


From skilled mill personnel, working with the newest 
in machinery and equipment, comes precise machine work — 


satin-smooth surfaces and perfect matching... 


HARCO Brand 


oak flooring is NOFMA grade-marked, and trade-marked. For 
maximum uniformity — in texture, in color, and in grades — 


buy HARCO Brand oak flooring. 






profit $. 


ing time and labor. 


Folder, 


EACH-MAY-WILSON, 


ALCOA 


with detailed information, 


, 


HARCO PALLETIZED FLOORING 


HARCO Palletized flooring cuts overhead — builds 
With a fork life, 
labor costs on every car you unload and warehouse. 
with a hand lift pallet truck, you materially reduce unload- 
Whether you have fork lift equipment 


cr not, it will pay you to investigate the many advantages 
ef HARCO Palletized oak flooring. 


you save up to 7S per cent in 
Even 


sent on request, 


INC. 


TE N N E 











Steel Cabinets Resemble Wood 


A new line of steel kitchen cab- 
inets is reported to have finishes 
indistinguishable from _ natural 
woods. Standard finishes for. the 
cabinets, made by Harrison Steel 
Cabinet Company, include maple, 
oak, birch, cherry, and pine. The 
firm’s custom division plans to offer 
matching service for such finishes 
as mahogany, ebony, and others. 
The new line is said to be ideally 
suited for kitchen installations 
where decorator appeal calls for 
wood finishes, yet at the same time 
retaining the strength and dura- 
hility of steel. The new Harrison 
line is available for both standard 
and custom installations. Counter 
tops are available in either For- 
mica or inlaid linoleum. Model 
units are on display in the com- 
pany’s showrooms. For informa- 
tion write Harrison Steel Cabinet 
Co., a AL, 8 S. Dearborn, 
Chicago 3 S, 8n. 





Ranges for Compact Places 


Announcement of a new and 
completely re-styled line of gas 
ranges specifically built for small 
homes, kitchenette apartments, 
motels, trailer coaches, resorts and 
other’ installations, where maxi- 
mum cooking facilities must be 
provided in a minimum amount 0 
floor space, has been made by the 
Dixie Foundry Company. The new 
Dixie line of compact, full-facility 
gas ranges includes the deiuxe 
Wanderer. Built for natural, mixed 
or bottled gas, this unit measures 
only 45” high overall, 24” ceep 
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Greatest Window Development in Building History 


“My cash register’s jingling a fast tempo, 
since ] put the Etling Window to work for me. Its 
in-swinging sash makes every customer stop, look 
and buy! 


e “Home buyers are enthusiastic about the 
way the Etling Window takes the drudgery out of 
window washing. Just press and the window is at 
your fingertips for quick, easy cleaning. 





e ‘Contractors like the way the Etling Window 
boosts the sales appeal of their homes. Its preci- 
sion construction simplifies installation, assures 
trouble-free operation. 


e "The Etling Window also slashes inventory 
and warehousing costs to the bone. Each one is 
carefully reinforced with corner bracing and 
packed in mar-proof carton or crate.” 


ee “CLEAN-EASY” PICTURE WINDOW 


im [> i Etling Picture Window is available in a variety of smart styles, 
PL} || ee“ 1 y featuring Thermo-Pane center section flanked by in-swinging sash. 
~) | | C | Entire outside glass area is easily reached from inside the home. 











*TRADEMARK PROPERTY OF WEATHER-SEAL, INC. 


BuiLDING Probucts MERCHANDISER 





WRITE Spe CATAL 


ETLING 
: wi 
Dep;, AL-on oOW 


Barberton, o 


’ 

















and 20” wide. Top cooking surface 
is standard counter height, 36”. 
Major features of the new Dixie 
Wanderer serve to emphasize the 
overall theme of “automatic cook- 
ing.” It has an automatic timer, 
an automatic oven thermostat and 
automatic pilot lights. The new 
Dixie Wanderer provides equal 
food preparation facilities to any 
of the large size domestic gas 
ranges. For complete information 
and specifications, write Dixie 


Foundry Company, Inc., Dept. AL, 
Cleveland, Tenn. 











Low-Cost Medicine Cabinet 


Ideal Cabinet Corporation an- 
nounces availability of the new 
“Bannockburn” Medicine Cabinet, 
Model DFW, designed for beauty 
and utility. The Bannockburn 


Cabinet includes two large plate 
glass side mirrors, 8”x22”, in ad- 
dition to the large plate glass cen- 
ter mirror, 16”x22”. Full length 
chrome plated piano hinges on 
side mirrors give “Full View” mir- 
ror use. All mirrored surfaces 
have full stainless steel rims. 
Michael S. Palmer, general man- 
ager, said the Bannockburn was 
designed to add a luxury note to 
bathrooms of low-cost houses at 
a nominal price. Write Ideal Cab- 
inet Corp., Dept. AL, 7730 Joy Rd., 
Detroit 4, Mich. 


The New 2-Color Effect 


Color magic can be performed 
easily and economically using a 
new two-color spray finishing tech- 
nique on Weldtex, the striated ply- 
wood panel. Offering striking possi- 
bilities for unusual wall and ceil- 
ing treatments, show room fixtures 
and advertising displays, the new 
finish for Weldtex actually causes 
the panels to change color depend- 
ing upon the position of the viewer. 
The special dual-color treatment, 
only possible because of the unique 
striations of the panel, can be cre- 
ated easily by first spraying the 
entire panel with one of the desired 
colors. After the first color is dry, 
a second color is sprayed at right 
(90 degrees) angle to the direction 
of the grooves, and at about a 30- 





degree angle with the plane of the 
panel. Using this method, the sec- 
ond color strikes only one side of 
the grooves or striations thereby 
creating the attractive dual-:olor 
effect. For detailed finishing in- 
structions together with an actual 
sample of a dual-color panel, write 
United States Plywood Corporation, 
Dept. AL, 55 W. 44 St., New York, 
N. Y. 





New Skil Homebuilders Plane 


A new portable electric plane that 
is equally efficient on both flat sur- 
face and edge planing has been an- 
nounced by Skilsaw, Inc. New 
Model 676 has a full 3” width of 
cut and a depth of cut capacity 
of 4%”. A convenient lever con- 
trols the depth of cut with ac- 
curate graduations at each 1/64”. 
Special chip deflector keeps work 
area free of chips. The cutter head 
travels at an ultra high speed of 13,- 











J. NEILS LUMBER 
COMPANY 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE - DOUGLAS FIR 
LARCH + ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 
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THE ECONOMICAL 
ANSWER 


TO BUILDERS’ 
WINDOW PROBLEMS 






Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 

g stallation is quick. On-the-job carpentry work 4 
minimum. Thus labor costs are low. Offe: pre 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against. imperfect workman::1ip 
or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 
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The faces of Curtis New 
Londoner flush doors are 
native woods especially 
selected for their attractive 
figures. Grain patterns come 
book-matched and in other 
pleasing variations. Curtis 
Piyoneer flush doors have 
the same superior inner 
construction but faces are 
not matched for color or 
pattern. Also available— 
Curtis American solid core 
flush doors for exterior 
and institutional use. 


Curtis 












ere is the flush door 60 


That Builds PROFITS 
for Curtis Woodwork dealers 


Is it all wood? The Curtis New Londoner core is made 
of carefully selected, properly seasoned wood. No in- 
ferior or substitute materials are used. 


Is the grid properly meshed? The mesh formed by the 
interlocked pine strips provides great strength—with 
light weight—and a perfectly flat, sturdy base for the 
door faces. 


Is the grid locked in place? The Curtis New Londoner 
door has no “floating” parts. The precision milled grid 
is locked into the door to form one completely joined 
unit. 


Are stile and rail areas generous? There’s no skimp- 
ing in the stiles and rails of the Curtis New Londoner 
door. Ample widths assure superior sturdiness. 


Is structural strain eliminated? The special method of 
assembling the various parts of a Curtis New Londoner 
door eliminates all interior structural strain—doors fit 
perfectly and are easier to open and close. The entire 
door is sealed against moisture. 

Is construction balanced? In the Curtis New Londoner 
door, moisture content is balanced and carefully con- 
trolled in manufacture—3-ply panels forming each face 
of the door mean balanced sturdiness. This construction 
provides full protection against sticking and warping 
in all climates. 


NDONER css comranas sre soe 


Clinton, lowa 
HO LLOW-CO RE A Department of Curtis Companies Incorporated 


FLUSH DOORS Clinton, lowa © Wausau, Wis. © Chicago, Ill. © Sioux City, lowa 


Lincoln, Nebr. © Topeka, Kan. © Minneapolis, Minn. © New London, Wis. 
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500 r.p.m. producing a smooth, rip- 
ple-free surface that normally re- 
quires no sanding. Power is trans- 
mitted from the motor through a re- 
inforced, non-slip sprocket - type 
belt, eliminating stalling in even the 
hardest wood. Weighing only 10% 
lbs., Skil Homebuilders Plane in- 
cludes a steel carrying case, pair 
steel alloy blades, hex locking key, 
blade honing bracket and a blade 
adjusting gauge. Write Skilsaw, 
Inc., Dept. AL, 5033 Elston Ave., 
Chicago 30, IIl. 





Adds New Lock Set Design 


The P. & F. Corbin Division of 
The American Hardware Corpora- 
tion announces the addition of a 
new design for its Unit line of lock 


set. The new 904 design illustrated 
here is available in 11 functions 
for use on exterior and interior 
doors. Latch has %” throw. All 
models fit universal cut-out in edge 
of door. Unit locks and latches 
are also available in the “900” de- 
sign with round knob and escut- 
cheon. Write The American Hard- 
ware Corp., Dept. AL, New Brit- 
ain, Conn. 


"Better See-Ability" Booklet 


There are now seven tints of 
white to choose from in fluorescent 
lighting, says Myrtle Fahsbender, 
home lighting director of West- 
inghouse, in a booklet called ‘“Bet- 
ter See-Ability,” recently published. 
Choice among the seven depends 
largely on personal tastes, but 
three—plain white, soft white and 
deluxe warm white—are those most 
generally used in the home, she 
points out, because of their effect 
on complexions and on the appear- 
ance of foods. The others are pop- 
ular where highly efficient illu- 
mination is more important than 
color distinction. “Better See-Abil- 
ity,” designed to aid the house- 
holder in evaluating and filling his 
homelighting needs, is available for 
3c in stamps or coins. Write West- 
inghouse Lamp Division, Home 
Lighting Department AL, P. O. 
Box 430, Bloomfield, N. J. 








New Pre-fabricated Cupola 


Here’s just the finishing touch 
to make a customer’s home or 
garage more attractive. It’s a new, 
low-cost pre-fabricated cupola that 
can be quickly and easily assem- 
bled and installed by the average 
home-owner without special tools 
or equipment. Although it looks 
like the expensive custom-built 
cupolas that add so much to the 
appearance and value of many 
high-priced homes, this new and 
unique pre-fabricated unit comes 
fully cut and packaged with com- 
plete instructions for simple, easy 
assembly. For descriptive litera- 

















‘Each bundle marked 
for grade and source— 
Your guard and guide 


You can stock, and sell, 

and make money on every 
grade of MFMA Northern 

Hard Maple Flooring. Those 
MFMA grade and mill marks on 
the under side mean exactly 
what they say. That 

goes for MFMA Birch 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Suite 584, Pure Oil Building, 35 E. Wacker Drive 
ILLINOIS 





CHICAGO 1, 


62 
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and Beech, too. 
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Kiln Dried 
PONDEROSA AND 
- SUGAR PINE LUMBER 


GRASS VALLEY 


LUMBER COMPANY 


Member Western Pine Association 


~ 


Loomis, California 
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‘This model shows the panel window 
developed by Falls Lumber Co. 
Fixed lights take standard 4514” x 
251.’ Thermopane insulating glass 
units. Ventilating sections take 4214” 
x 22!.,'’ standard Thermopane. Vents 
are screened and weather-stripped. 





Falls Lumber Co. stocks panel window frames 
knocked-down for their own use and also, in 
the future, for shipment to other dealers. 
Windows are quickly assembled and glazed 
in the shop, shipped to the site fitted with 
hardware and weather-stripped vents. 


“Thai has been our experience in the last eight months,” 
reports Mr. Walker. 

“We had been getting some picture window business for 
Thermopane* insulating glass. But we saw the big potential 
in getting Thermopane in every window of new houses. 

“We developed a Thermopane window system that has 
brought us a lot of new business. It gives builders a knock- 
out sales feature at a price they can afford for low-cost 
homes. remodeling and porch enclosures. We've already 
shipped more than 2,000 lights of Thermopane insulating 
glass io the site in our panel window frames. 

“We have doubled our dollar sales on windows. Yet 
this does not appreciably increase the builder’s final cost. 
These large window frames replace a lot of other wall 





Other L-O-F Products: Plate Glass « Window Glass 
Safety Glass « Tuf-flex* Tempered Plate Glass 
Vitrolite* Glass Paneling 
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“PANEL WINDOWS...and 
THERMOPANE can double 
your window volume 
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Says—L. J. Walker, Sales Manager, 
Falls Lumber Co., Cuyahoga Falls, Ohio 


costs. The frame goes in fast. Time and labor are saved. 
Only four strips of narrow trim are required to finish any 
window. And then the job’s complete—no time lost later 
for adjusting and fiddling around. 

“This is the kind of thing that helps us dealers make 
up for loss of dollar volume due to substitute materials and 
methods in which we can’t participate. Thermopane in- 
sulating glass is going strong here. I’d say that if builders 
and dealers will get together on low-cost methods of in- 
stallation, the day will come when, with Thermopane, any- 
one can have complete window insulation for modern 
living,” 

Want the facts on using the panel window system with 
Thermopane to build your business? Mail the coupon. 
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ture, write Trese Pre-Fab Indus- 
tries, Dept. AL, 1612 Book Build- 
ing, Detroit 26, Mich. 

















New Push-Out Window Lock 


The first window ever designed 
specifically for schools and answer- 
ing all the requirements for a 
“perfect” school window has been 
introduced by the Ludman Corp. 
Similar in all respects to the famous 
Auto-Lok Awning Window, this 
new window features a modern 
push-out vent operation that makes 
it particularly practical for insti- 
tutions. A rigid bar is used to 





open the window instead of the 
standard roto-type operator, and 
the operation is patterned after the 
bar-door or fire door principle. The 
new window can be opened to any 
position up to almost 90 degrees 
and the opening is made positive by 
sliding shoes. Some of the out- 
standing features of this push-out 
school window are 100% controlled 
ventilation, even when it’s raining; 
ease of operation and simple main- 
tenance. “This window will answer 
the most stringent requirements of 
any school architect or school board 
since it does away with unnecessary 
projected bars and detachable op- 
erators,” said President Max Hoff- 
man. Write Ludman Corporation, 
Box 4541, Dept. AL-8, Miami, Fla. 


Paint Roller Line Introduced 


The Rubberset Company recently 
launched the firm’s newest product, 
Flo-matic Paint Roller Line, for 
the painting industry by holding a 
series of five two-day meetings for 
sales representatives. The repre- 
sentatives were given thorough 
schooling in all phases of design, 
manufacture and marketing of the 
new product. “The new Flo-matic 
Paint Roller Line represents such 
an advancement in concept and 
means of paint application,” says 
W. R. Daggatt, vice-president and 
general manager “that we want to 


be sure our men have the complete 
story. To do this we held meetings 
so all salesmen would be as well- 
versed in the new paint roller line 
as those who worked with it from 
the drawing-board to final assem- 
bly production. Coupled with this, 
and equally important, was the dis- 
closure of Rubberset’s merchandis- 
ing plans for the new rollers. These 
include visual sales representations, 
point-of-sale material, display 
racks, mailing pieces and trade ad- 
vertising. For information write 
Rubberset Company, Dept. AL, 
Haynes Ave. & Lincoln Hwy., New- 
ark 5, N J. 





Wright New Tubular Latch 


Wright Products, Ince., origi- 
nator of the popular “Push-Pull” 
type screen door latch now offers 
the trade a newly designed Tubular 
Latch for screen, storm or com- 
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JIFFY-SET 


SLIDING DOORS 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 





INSTALL IN @ THE TIME NEEDED 
FOR OTHER SLIDING DOORS !!!!! 


(%) HERE'S WHY! 


The unique hanger plate diagrammed below eliminates scribing 
and cutting door. The door is plumbed true to face jamb by 
a simple turn of the adjustable hanger. That's all there is to it 
—you're set in a jiffy! Installation time is just about one-third 
that needed for other sliding doors. 

In addition, the Jiffy-Set Sliding Door Frame is completely 
packaged and ready to install. Frame parts are precision man- 
ufactured of quality materials to guarantee years of pleasant 


satisfaction. 
seaneness ADJUSTABLE 
3 HANGER 
i= BOLT 
._ LocK 
al wur 


H Tr 
“4 i 
La s > os 
LEADING 
EDGE 

OF DOOR — 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A, Mathieu, Ltd., Rainy Lake, On’ 











SO REMEMBER! Where both 
quality and speedy installa- 
tion are important — ONLY 
JIFFY-SET has the adjustable 
hanger. Why don’t you 
write today for full details! 
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THE SUNSET MANUFACTURING CO. 


Bakersfield, Cal. 


414 E. California Ave. 
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West Coast Hemlock bevel and bungalow siding is durable and 
highly adaptable to any style of architecture. 
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How well do you know Hemlock? Not by 
hearsay ... but by actual use. . . by working 
with it... nailing and painting it? 

West Coast Hemlock is entitled to a fair 
evaluation on every single merit of its own, 
for West Coast Hemlock is a different type 
of wood from other Hemlocks. It is one of 
our leading soft woods. There are abundant 
stands of Hemlock. It will long continue to be 





PROPER PROCESSING 


@ Weyerhaeuser takes this abundant 
“ability’’ wood and through scientific 
logging, accurate sawing, controlled kiln- 
seasoning, precision surfacing, proper 
grading, careful handling and shipping, 
produces a wide range of 4-Square West 


Coast Hemlock lumber products. 
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oF HEMLOCK 








EXPAND YOUR MARKET 


— 
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Kitchen cupboards and cabinets of wood are growing in popularity. 
West Coast Hemlock does much to accelerate this trend. 


Weyerhaeuser 4-Square 


one of our most available species. Hemlock 
is going to be with us for many generations. 

Properly kiln-dried, and carefully manufac- 
tured by Weyerhaeuser, 4-Square Hemlock 
rates a preferred position on your merchan- 
dising program. It has just about everything 
a customer could want in a soft wood and 
can be used interchangeably with other 
multi-purpose soft wood species. 

Many experienced lumbermen rate West 
Coast Hemlock excellent for framing, sheath- 
ing, siding, finish, moulding, flooring, step- 
ping, cabinet work, paneling, ladder stock, 
food containers, cupboards, food lockers. 

Acquaint your market with West Coast 
Hemlock. Factual literature is available ex- 
plaining the characteristics and uses of this 
abundant “ability”? wood. Write for details. 


Weyerhaeuser 4-Square 


LUMBER AND SERVICES 


WEYERHAEUSER SALES CO., ST. PAUL 1, MINN. 


FOR HEMLOCK...THE ABUNDANT “ABILITY” WOOD 














bination door. Outstanding fea- 
tures include a longer bolt throw 
(a full 7/16”) which allows for 
greater door shrinkage and also 
gives very positive latching action. 
Latch operates with only % or a 
45° turn of knob and has excep- 
tionally smooth latching action that 
gives excellent results when used 
with door closer. The locking de- 
vice locks not only the handles, 
but also sets the bolt making it 
impossible to lock yourself out. 
Latch can be used on French doors 
as it is adjustable for door thick- 
ness from %” to 1%¢”. It is built 
for a 184” back-set and is easily 
installed by merely inserting the 
whole inside latch assembly into 


the holes drilled according to tem- 
plate and instructions packed in 
each door. For literature write 
Wright Products, Inc., Dept. AL, 
St. Paul Park, Minn. 


Free Advertising Mat Service 


A ready-made local advertising 
campaign for the promotion of red- 
wood has been prepared for retail 
dealers by the California Redwood 
Association. This new advertising 
kit consists of an expanded line of 
free newspaper mats, attractively 
illustrated, with copy putting add- 
ed emphasis on residential sidings. 
Mats illustrate the varied uses of 








The Lumbermen’s Underwriting 
Alliance is your insurance source. 


Founded 47 years ago exclusively 


for the protection of lumbermen, the 
Lumbermen’s Underwriting Alliance 


provides dependable protection 
against fire at reasonable cost. 


The broad experience and knowledge 


of your business gained through 
nearly a half century of friendly 
service to lumbermen means 
better protection. 


Write us for complete information. 





FIRE PREVENTION 


Sub-standard 
home made heating 

















units invite fire. 
Check your heating 
systems before cold 
weather sets in. 








unbemens nderurating SAMiance 


U. S. EPPERSON UNDERWRITING COMPANY, Manager 


J. J. LYNN, President 
Home Office: 1000 R. A. Long Bldg., Kansas City 6, Mo. 


509 Terminal Sales Bldg. 
Portland, Oregon 
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616 Royster Bldg. 
Norfolk, Virginia 





redwood in outdoor and garden 
living and in farm use. The mats 
contain suggested copy which can 
be changed if desired, and mat 
illustrations can be used as illys- 
tration units for larger advertise- 
ments. They also may be used for 
mailing pieces in a direct mail 
campaign to a selective list of pros- 
pects. For information on free 
newspaper mats, write California 
Redwood Association, Dept. AL, 576 
— St., San Francisco 11, 
alif. 
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Ff fi 
Non-Electric Door Chime 


This unusual new item just intro- 
duced by NuTone, Inc., is a two 
note non-electric door chime with 
a solid brass nameplate. The name- 
plate mounts on the outside of the 
door and has a brass turn knob 
which operates the chime. The 
chime itself is mounted on the in- 
side of the door directly behind 
the nameplate. The chime cover is 
attractively designed and _ can 
readily blend with any room style. 
It can be installed in a few minutes 
on wood, metal, or screen doors. 
Two loud, clear musical tones are 
heard when the knob of the unit 
is turned. The brass nameplate 
has space for your name or house 
number. It is 2% inches wide, 
5144 inches high. Weight is 1% 
pounds. Write NuTone, Inc., Dept. 
AL, Cincinnati 27, Ohio. 





DO YOU KNOW 
how to develop 
the available busi- 
ness in your farm 
trading area? An 
expert in this fieid 
has some profit 
tips for you in the 
next issue of AL 
&BPM. Title of 
his article is 
“How to Capture 
the Farm =  Mar- 
ket.”” Look for it 
Sept. 8. 
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unit . Increased production assures 5 to 10 day delivery on every 


plate estyle and size of BEE GEE Window. Result: easier sales — 
ouse x 
vide, 


aa € "Clean the OUTSIDE from the INSIDE”—really sells BEE GEE 





‘ bigger profits. 


= Windows. Feature most wanted by housewives everywhere. 


@ There are 42 styles and sizes of BEE GEE Windows to choose 
¢ from. All distinctively modern...light... airy! 


e One complete unit consisting of frame, fitted. sash, copper Write today for 


: screen, glass and all hardware installed at the factory. complete BEE GEE Window 
> Ready to set in the wall! details and Catalog. 


BROWN-GRAVES CO., Dept. AL-164 


BROWN-GRAVES CO. = 
Akron I, Ohio 
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Perforated Fiberok 


Perforated Fiberok is a new non- 
metallic material which replaces 
perforated metals at greatly re- 
duced cost. It is said to provide 
superior acoustical properties, and 
permit extensive decorative treat- 
ments by virtue of the unlimited 
range of colors now available. Com- 
parable in characteristics to lam- 
inated plastics or vulcanized fibre, 
Perforated Fiberok is obtainable 
in an unlimited range of perforat- 
ing patterns, both on square and 
staggered centers, and is mechan- 
ically quite strong. Gauges run 
from .010” to .125”, in steps of 
.010”” and it is manufactured in 
standard sheets 40” x21”, 40”x 
28”, 40”x42”, 40”x84”, 44”x 
20”, 44”x30” and 44”x60”. It 
may be stapled, nailed, glued, 
screwed, cut with shears, knife or 
scissors. Write Pearson Indus- 
tries, Dept. AL, 4554 N. Broadway, 
Chicago 40, II. 





Announces Grease Eliminator 
A Far-Air Grease Eliminator 


which prevents accumulation of 
grease and lint in duct systems, 
protects motor and blower equip- 
ment, reduces maintenance costs 
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and provides better ventilation, is 
announced by Farr Company, man- 
ufacturers of Far-Air filters. The 
Grease Eliminator is especially de- 
signed for installation in restau- 
rant, club, and institution kitchen- 
ventilating systems where exhaust 
ducts present a fire hazard. A tray 
which catches dripping grease that 
has been accumulated by the filters 
is suspended below the unit for 
greater cleanliness. Filters are 
quickly removed and snapped back 
in place. They may be cleaned 
by simply flushing under a_ hot 
water tap or by running through 
the dishwasher. The Far-Air Grease 
Eliminator is available in a wide 
range of sizes and finishes to match 
existing kitchen equipment. For 
complete information on the new 
Far-Air Grease Eliminator, write 
Farr Company, Dept...AL, P.O. 
Box 10187, Airport Station, Los 
Angeles 45, Calif. 





New DeWalt Model 


DeWalt Inc. now offers a new 
Model GE machine with power 
cross feed. DeWalt reports that 
its Model GE, unlike most power 
cross feed machines, retains all the 
features of flexibility which has 
made it a leader in the radial arm 
field, while at the same time giv- 
ing excellent performance on power 
cut-off operations. Besides the nor- 
mal straight cut-off, the DeWalt 
machine is also capable of making 
miter cuts, bevel cuts, and com- 
pound miter (bevel miter) cuts 
with the power cross feed. Ma- 
terials up to 2”x18” can be cut 
with the power cross feed without 
any adjustment in the air feed 
mechanism. It is necessary only to 
press the foot control valve (which 
is located a safe distance to the 
left of the saw travel to prevent 
accidents), hold until the desired 
cut has been made, then release 
—the two-way action of the air 
cylinder immediately returns the 
saw to the idle position. Write 
DeWalt, Inc., Dept. AL, 51 Foun- 
tain Ave., Lancaster, Pa. 





Christmas Packaged Tools 

As a selling aid for the dealer 
and to help him sell tools as Christ- 
mas gifts, Stanley Tools is supply- 
ing a Christmas packaging sieeve 
for 15 of its tools. These red and 


green sleeves bearing “Season’s 
Greetings” fit right over stock 
boxes. They carry a short illus- 


trated sales message on the features 
of the tool on the bottom, to help 
the sales personnel sell intelligent- 
ly. A group of these colorful gift 
packages makes an attractive coun- 
ter or window display. These 15 
selected tools are available from 
open stock or in a Unit, No. 15X 
—one of each tool in a reshipping 
carton. Also as part of the Christ- 
mas line, Stanley offers five newly- 
designed tool sets, each in a chest 
of wood or metal, each priced to 
fit some dad-and-son budget. And, 
for the lady of the house, the new 
No. 8X Tool Caddy, a tidy, hang- 
up plastic tool kit. To help the 
dealer ring up extra Christmas 
sales, Stanley has prepared a col- 
orful window streamer and two 
new colorful envelope stuffers. For 
literature write Stanley Tools, 
Dept. AL, New Britain, Conn. 





New Builders’ Saw 


A new general-purpose circ! ar 
saw blade, is specifically desig.ed 
for the use of building trades:en 
in power bench or power hand si \"s. 
The new “Builders Saw,” wich 
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“Weldwood 
Plywood Paneling 
sure sold 
my houses fast!” 


says Mark E. Scannell, 
Muscatine, lowa builder 


“We chose your products,” wrote Mr. Scannell, President of 
the Scannell Real Estate Agency, “and are still using them 
because they give us the kind of construction we can be proud 
of. They give us what we desire in dry wall construction, 
strength, permanent beauty, ease and speed of installation. 

“We started using your products in our smaller homes, 
using Plankweld® throughout with the exception of the kitchen 
and bath. Mahogany Plankweld was used in the living room 
and one bedroom. Birch Plankweld was used in the master 
bedroom. 

“Plankweld was so beautiful ... so economical . . . so effec- 
tive in selling these smaller homes, we felt that it would also 
be the ideal material to use in our two new larger homes in 
the $25,000 bracket. 

“In the other house, we used Birch Plankweld in the living 
room. Two of the bedrooms have walls of Weldtex®, finished 
natural, and the third bedroom was knotty pine, finished 
natural. 

“We have three houses under construction at the present 
time in which we are planning to use Plankweld in the living 
room of two, with Novoply* painted in soft shades in the bed- 
rooms. In the third house we are planning to use Novoply in 
the living room and paint it in deep green. These houses are 
to be in the $13,000 to $15,000 bracket.” 

Tell your builder customers about Weldwood Plywood’s 
magic in selling their homes. Demonstrate how easily and 
quickly Weldwood Plankweld can be installed. Point out how 
Novoply and Weldtex can add beauty and value to a home — 
with time and money savings for the builder. 

Order Weldwood products at one of our conveniently- 
located distributing units today. 


* Trade Mark Registered. 
Patented; other patents pending. 










; 
Welaweee 
SSS 








tee 






Branches in Principal Cities ° 








WELDWOOD Plywood 


Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION New York 18, N.Y. 


| and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Distributing Units in Chief Trading Areas 





! 


Beautiful Oak Plankweld walls like these used 
in the living room of one of the Scannell Real 
Estate Agency homes add that special touch 
which today’s buyers look for. 





Plankweld paneling is quick and easy to in- 
stall. The panels are edge-grooved to provide 
a neat lap joint . . . simple concealed metal 
clips hold the panels firmly to the wall. 





These lovely soft Weldtex walls made an in- 
stant hit with home buyers. 
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has tungsten carbide tips on each 
tooth (hardest metal known), is 
fashioned after saws used in the 
metal working industry. Clean 
edges in the cutting of steel siding, 
aluminum siding, corrugated sid- 
ing and asbestos siding is one of 
the advantages offered by the new 
saw. Other materials for which 
the saw is designed include mason- 
ite, bakelite, pressed wood, hard 
wood, slate, rock lath, etc. Special 
provisions are made for mailing 
blades back to the manufacturer 
when sharpening finally becomes 
necessary. Immediate reshipment 
of a sharp blade is guaranteed. 
Write Gay-Lee Company, Dept. AL, 
Clawson, Mich. 





"Five Saws in One" 


This handy Five-Piece Saw Set 
is made of quality alloy saw steel 
which has been hardened, tempered 
and polished to a high mirror-like 





HOLLYWOOD LOUVRE WINDOWS 


offers a Proven Merchandising Plan 
that Brings Larger Sales Volume 
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Notice the modern lines 
that the new Hollywood 
Louvre Window gives to 
the old frame. 





Both sides of the glass 
ean easily be cleaned 
from the inside, saving 
time and energy. 





The louvered sash can 
be left open in the rain day. 
for ventilation. 





























4 
~ 
4 
NN aa or osecrcina 
— Address ..... 
The Hollywood Louvre Ci 
Window gives you sec- A 
tional control. 


"HOLLYWOOD LOUVRE WINDOWS, INC. 
357 North LaBrea Ave., Los Angeles 36, Calif. 


Please send me, without obligation, complete details, 
prices, discounts and Exclusive Franchise Story. 








The DISPLAY BOARD shown above is just one 

of the many MERCHANDISING AIDS offered 
to EXCLUSIVE 
HOLLYWOOD LOUVRE WINDOWS. 


12 FEATURES no other type 
of window can give your 
customer. 


FRANCHISE DEALERS for 


Fill in the coupon below and get the complete 
story on the most outstanding window of the 


ALBPM8 





finish, The 
handle of 


attractively 
natural 


carved 
hardwood | ig 
equipped with a wing nut and bolt 
specially treated to prevent rust. 
The set contains a 16” panel saw, 
12” mitre back saw, 15” pruning 
saw, 12’’ compass saw and a 10” 


keyhole saw. The blades are set 
and filed with the greatest care 
and precision. They are also 
slotted to facilitate quick and easy 
insertion and removal from the 
handle. Write Weill Specialty 
Company, Dept. AL, 1650 Fast 
58th St., Brooklyn 34, N. Y. 


Storage Cabinet Units 


There is a new 12-page booklet 
ready for dealers on Bilt-Well Nu- 
Style Cabinets for storage units in 
the kitchen and household storage 
areas. Produced of Ponderosa Pine, 
the cabinets shown in the colorful 
booklet are made in graduated 
sizes; are of strong construction; 
come one unit to a carton; all parts 
are completely machined; have 
rounded corners on doors and 
drawers; and each unit is accom- 
panied with easy-to-read instruc- 
tions. The booklet shows eight 
different Satinized finishes plus 
four sandblasted Skulptwood fin- 
ishes. Surfaces of the cabinets can 
also be painted. Bilt-Well Nu-Style 
cabinets come in 24 sizes and 
shapes for kitchen storage units 
and 16 sizes and shapes for other 
purposes, manufactured with com- 
plete hardware. Bilt-Well also of- 


fers a large selection of cabinet 
accessories. For literature write 
Carr, Adams & Collier Company, 
Dept. AL, Dubuque, Ia. 








New Spiral Type Sash Balance 

Keeping up with the window- 
conscious trend of modern homes 
is the silent spiral type S)irex 
sash balance. Designed to fit pop- 
ular new narrow mullions as we 
as older type window sash, S)irex 
is said to be whisper-quiet 1) OP- 
eration and can be tensioned quick- 
ly and easily after installatiou to 
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d provide positive lifting power. with automatic mechanical stops. 
3 Spirex balances fit any standard A battery model has a 6-volt elec- 
It groove, round or square, can be tric-hydraulic drive with two auto- 
t. installed while sash is in or out of — motive batteries wired in parallel. 
y, | frame, Patented flat steel spring It lifts at 11 FPM with fast hy- 
g construction with separated coils draulic lowering. Overall dimen- 
” eliminates rasp and friction, while sions of the Langley Powrlift are 
| J zinc and cadmium coating insulates 37x 32x81” high. The platform 
‘8 Spirex parts against rust or noise measures 24x 24 and lifts from 5” 
0 in operation. It is claimed that to 60”. It operates from a 110-1-60 
y Spirex is guaranteed for the life AC line. Langley Powrlifts are 
nd of the building. Modern telescope = ayailable in portable or stationary 
y carton stacks flat on dealer’s shelf, models with load capacities rang- 
st provides ~— _ —— ect ing from 500 Ib. to 5000 Ib. in plat- 
eation at a glance. Write Cald- . } —* 
well Manufacturing Co., Dept. AL, — Pee es hangs ng The Rex Combination 
Rochester 14, N. Y. Write Langley Manufacturing Co., A new, all-aluminum combination 
Dept. AL, 930 Cambridge, Cam- screen and storm window, featuring 
‘ bridge, Mass. a number of long-proved advantages 
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n- — Utility Sander 
A new portable electric Sander 
for finishing operations on wood, 
mm metal, plastics, etc., can be used 
for refinishing furniture; sanding 
down window sills, trim work, etc., 
"i prior to repainting; levelling wood, 
wall board or plaster wall joints; 





and watch your profits grow. 


“feather-edging’’ painted surfaces 
on wood or metal. Among the fea- 
tures of this Black & Decker Util- 
ity No. 44 Sander are a king-size 
bottom plate which extends beyond 


You'll be amazed at how fast your profits soar 
if you AIM TO SELL A ROOM. ... instead of 
separate pieces. 

Plywood, Mouldings, Lumber, Doors, Tropic- 
wall Paneling, and Apitong Flooring — all of 


the body of the tool permitting 
sanding in close quarters such as 
right up to the riser on a stair 


Products which 
may be used in 
complete room of 
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$ Philippine Mahogany make one complete 
e luxurious room interior, And there is a choice 
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tread. The knob handle can be PHILIPPINE of several species: White Lauan, Red Tan- 
— on either side or the front MAHOGANY guile, Almon. 
of the housing depending on what Pl Philippine Mah isal t economical 
i ied ; : ywood ilippine Mahogany is a low cost eco 
a aga . te dle is — Mouldings Hardwood Plywood that has the luxury look. 
} cated close “h ye page one bo adn — Upkeep is also economical because once a 
i mum control and to reduce any pos- Tropicwall room is paneled in Philippine Mahogany, it 
An out- Paneling needs no re-painting, no re-papering, no ex- 


Apitong Flooring 


standing feature of the tool is a 
‘ unique paper holder which elimi- 
nates the necessity for a screw- 
driver or an extra hand when 
‘. changing paper. Write the Black 
wi] 


sible operator fatigue. I 
: ‘ pensive remodeling. It will last a lifetime. 


Sell Rooms of Philippine Mahog- 
any and watch your profits grow. 


Decker Mfg. Co., Dept. AL, Mail coupon today. 


Towson 4, Md. 
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New Langley Powrlift . AETNA PLYWOOD & VENEER CO. 

e A new low-priced lifting machine, i 1732 N. Elston Avenue, Chicago 22, Illinois \ 
ow- the Powrlift, has been developed | a. ae literature on complete ROOMS of PHILIPPINE j 
nes ay a sturdy 1000 lb. load capacity ‘Deane ! 
rex or elevating, stacking, piling and IE SD sisiitiiersicviinsioiniicgndiieinonamaan 
op- f ‘acking all sorts of material. The , \ 
vell electric model is driven by a 14 HP p STREET .........seeeeeseessseessseeesseeesesnsesesseenseeersaeenees i 
rex } Teversing type motor with a drum- 1 ' i 
op- ype controller. The brakes are J CITY ceeeeeeeeeeeeeeeeeeeeeeeeens a ee STATE. ...sccceseeses \ 
ick- “levator type and the platform is i SIGNED : 
to chain-lifted, lowered at 17 FPM iV €:60100440:9'950 0 0:0.0:00bns 00 ene 69040650 0n ee 6 Ob nE bee eee eeeense l 
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previously available only in wood 
storm windows, has just been an- 
nounced. According to the manufac- 
turer, the Rex Screen and Storm 
Sash is quickly adaptable to almost 
all double-hung primary windows 
without special preparations or 
bulky superstructure: there is no 
bulging framework; no protruding 
tracks or channels; no costly fit- 
ting problems on out-of-true win- 
dows; and they are self-storing— 
the screen or lower storm sash can 
be stored in the upper part of the 
window. The strong,  steel-rein- 
forced extruded aluminum  con- 
struction provides for long wear and 
eliminates the need for painting 


sources of EXTRA 
~, PROFIT for YOU 


% 
> 
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1. Sell Shinglstik with Every 


Asphalt Shingle Sale. 


2. Sell Shinglstik to Prevent 
Wind Damage to Existing 
Roofs. 


There's something missing from your customer's 
roof when wind tears loose his asphalt 
shingles . . . and there’s something missing 
from your profit ledger when you miss selling 
the complete package . . . SHINGLSTIK 

with every asphalt shingle sale. Send for your 
free sample and learn how. SHINGLSTIK, 

the only tailor-manufactured asphalt shingle 
sealer, does a better job on asphalt shingle 
roofs and for your pocketbook. 


22 2S OD an oS OS OS OS Gn Ge oe oe oe 
FOR FREE TEST-SAMPLE j 


Send correspondence (postcard or letter) to: i 
Shinglstik 

7600 Truman Road 4 
Kansas City, Mo. 


Include your name, company and com- 
plete address including brand name of i 
asphalt shingles you carry. 


Note: Samples cannot be distributed 
without suppliers name. Sample distri- 
bution limited to territory between the 
Allegheny and Rocky Mountains. 





and other maintenance. There are 
no latches, levels, friction catches, 
or other mechanical parts to op- 
erate or get out of commission. 
The screen or storm insert can 
easily be changed from the inside 
in 20 seconds or less, and raises or 
lowers with ease. Write the Rex 
Windows Inc., Dept. AL, 487 Bon- 
ham Ave., Columbus 3, Ohio. 
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NATIONAL MANUFACTURING CO, ittiwors 





New Booklet 


Here’s a pocket booklet featuring 
some 26 items. Trolley rail, curves, 
trolley rail brackets, trolley door 
hangers, ceiling brackets, etc. are 
included, Numerous’ photographs 
offer clear-cut reproductions of 
each item, and the descriptive data 
is very complete. Send for your 
copy of this dealer’s reference 
booklet. Write National Manufac- 
turing Co., Dept. AL, Sterling, III. 





W. R. Wrape Stave Company — Industrial Lumber Company 
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Same Color Paint, Paper 


Matching colors in paint and iex- 
tured wallpaper are the feature of 
a new. sales program being 
launched by Devoe & Raynolds 
Company, Inc. Designed to enable 
the small dealer to provide “custom 
decoration” for a small investment, 
it eliminates the problems of mix- 
ing paints or thumbing through 
wallpaper sample books to find 
matching colors. From the cus- 
tomer’s point of view, the textured 
paper can be used to lend interest 
to one or more walls of a room and 
still achieve a unified color scheme 
at low cost. Those wishing to (o an 
entire room in paper will have 
matching trim colors. available 
without having to mix paints. In 
developing a packaged line of 
colors, Richard Baldwin, manager 
of the Wallpaper Division, ex- 
plained the usual procedure was 
reversed—the paper was matched 
to paint colors. “We picked the 
eight most popular colors from 
Devoe’s velour finishes and _ had 
Waffletone textured paper made up 
in the same shades,” he said. Colors 
are dusty pink, blue spruce, french 
blue, silver lustre, nassau green, 
march rose, camellia red and hunter 
green. Write Devoe & Raynolds 
Company, Inc., Dept. AL, 787 First 
Ave., New York 17, N. Y. 


CENTURY 
PAINT 


Oue Coat 


OUTSIDE 
HOUSE PAINT 





WHITE 


fume pnoof 


Adds One Coat House Paint 


20th Century Paint & Varnish 
Corp. announces the addition of 
One Coat Howse Paint to its line 
of paints and varnishes. This new 
house paint is reported to have 
excellent hiding power in ad:ition 
to a self-sealing process which I- 
sures the user of excellent cover- 
age and durability on any surface 
where the old peint is in fair to 
good condition. lts spreading ¢a- 
pacity is approximately 500 <q. ft. 
per gallon on most surfaces. Its 
perfectly balanced formula insures 
long film life and excellent self- 
cleaning properties. One Coat 
House Paint is also fume proo! an 
mildew resistant. Write 20th 


Century Paint & Varnish Corp. |) 


Dept. AL, 456 Driggs Ave., Brook- 
lyn 11, N. Y. 
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are a specialty. 


Write for 
FREE 
Catalogs 







1. SUPER s ‘ 
“ST. 

: Full-width SIR EAMLINE Service Stati 

A steel reinforced’ nee’ With two j Stlon Doo, 


Il-dor 
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Ho W-ELL-DOR Sectional Upsweep 
Garaze Doors are distributed 
exclusively through dealers, and are 
available in 38 stock sizes for 
residential, commercial and service 
station installation. Custom-built 

doors of unusual design or size 


Styled. constructed and priced 

to SELL, the HOW-ELL-DOR offers 

vast opportunities in today’s expanding 
garage market. As an added feature, 
HOW-ELL-DOR hardware is now avail- 
able to meet 914”, 7”, 6” and 3” low design; two panels 
headroom requirements. 















'* Residential Door 
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Stee 7 high, 1%” thick. 
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THE HOWELL MANUFACTURING C0., 7200 Hasbrook a Philadelphia 11, Penna. 








Trade Mark 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 





SUSANVILLE 


Registered 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


CALIFORNIA 














HILL-BEHAN 


LUMBER CO. 


5601 Elston Ave. 
CHICAGO 30, ILL. 
ROdney 3-4160 
Teletype CG-1464 
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6515 Page St. 


ST. LOUIS 14, MO. 
DElmar 1111 
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Complete Two-Week Course in 


Sixty-two executives and junior ex- 
ecutives of wholesale companies have 
just concluded an interesting two- 
week sojourn on the campus of Ohio 
State University. Representing 10 
wholesale fields, they have been pur- 
suing a course in Wholesale Man- 
agement, sponsored by the National 
Association of Wholesalers, Washing- 
ton, D..C. Originally designed as a 
course for future key executives in 
wholesale companies, it attracted such 
widespread attention that enrollment 
grew to include a large cross-section 
of distribution’s top management 
from the ten wholesale industries 
represented in NAW. 

The course of study was slanted to 
cover practically every phase of 
wholesaling—sales management, pur- 
chasing and promotion, personnel ad- 
ministration, operations management 
and financial management. 


NAMES IN THE NEWS 


Wholesale Management 
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Included in this group were seven 
students representing the lumber 
wholesaling industry, all of whom 
were members of the National-Amer- 
ican Wholesale Lumber Association of 
New York City. 

Prominent on the faculty was Don- 
ald B. Baxter, president of Baxter 
Lumber Company Syracuse, N. Y. 
His topic was, “Wholesale Financing.” 

An important conclusion reached as 
a result of this two-week course has 
been that business-management skills 
and techniques can be learned in a 
fraction of the time previously re- 
quired. This is possible as the course 
is closely coordinated so that the 
academic faculty and the visiting lec- 
turers from business, work towards 
definite goals in advance and the 
scope of the material is closely fo- 
cused to a course pattern. This inten- 
sive coverage is possible by packing 





four subjects into each day. The plan 
followed was to include plenty of 
time for class discussion under each 
topic presented. 

So much interest has resulted from 
the enthusiasm expressed by these 
distribution students, that severa] ap- 
plications have already been recvived 
for attendance next year and it is 
expected that this experiment jp 
wholesale executive training will be 
expanded to offer a similar opportu- 
nity to an even larger group in the 
summer of 1953. 


Westervelt Forestry Fellowships 


A gift fellowship of $2000.00 js 
offered by Gulf States Paper Corpo- 
ration, Tuscaloosa, Ala., in honor of 
their founder, H. E. Westervelt. One 
or more of these fellowships may be 
awarded each year for graduate work 
in forestry. Applicants must possess 
the necessary qualifications for grad- 
uate study as determined by the For- 
estry Department. Applications 
should be addressed to the Head, 
Forestry Department, Auburn, Ala- 
bama. 

Anyone interested in making: appli- 
cation for this gift fellowship and 
who wishes to know more about quali- 
fications for entrance into the Grad- 
uate School of the Alabama Poly- 
technic Institute, should request a 
copy of the Graduate School catalog 
from Dr. Fred Allison, Dean. The 
graduate curriculum in forestry is 
inserted in the graduate school cata- 
log as a supplement. 











Specify 
McMAHAN 


CABINET 
LIFTS 


Gives ‘‘Hide-a-way”’ 
Storage for Mixers 
and other Appliances, 
Swings Up for 


instant Use. 


McMahan Cabinet Lifts raise cabinet efficiency, lowers 
work and saves valuable space. The all-steel mech- 
anism is counterbalanced for smooth, always-level 
operation, and locks rigid and safe in the working 
position. Tested and approved by hundreds of satis- 
fied users; McMahan Lifts add extra sales appeal and 


profit to any cabinet job. 


A-21 Adjustable Model 


For cabinets with drawer on 

bottom. Adjustable in width 

cA (1219” to 1712”). Minimum 

+ dimensions: Inside depth 

+21”, door height 18”, door 
NV) width 1215”. 


Lift Less Platform $12.50 






..-for FUNCTIONAL Kitchens 


UD-22 Under Drawer Model 
Two sizes 15” or 18” for con- 
verting steel cabinets with 
drawer on top into appliance 
cabinets. Adjustablein 
length. Minimum door 
height 20”. 

with Platform $29.50 
Lift Less Platform $24.50 


FOR FURTHER INFORMATION 
' CONTACT YOUR LOCAL HARDWARE WHOLESALER, 
APPLIANCE OR BUILDING PRODUCTS DISTRIBUTOR 
OR WRITE DIRECT TO 
McMAHAN BROTHERS, Dept. L 
2220 S$. Hoover Street, Los Angeles 7, Calif. 


DEALER AND DISTRIBUTOR INQUIRY INVITED 





Model UD-22 





Air-dried 


Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS. 
Neopit, Wisconsin ; 
QUALITY LUMBER 





@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 





Kiln-dried 
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— you to 
compare the 
field. Appraise 
each brand for the 
features YOU want 
in a flush door. 









The load on the man in- 
Stead of the truck.. Extra 


handling, lower efficiency or : 
soaring labor costs. - WISCONSIN KNIGHT BEAUTY—These flush doors, with at- 


é 4 tractive face panels of high-quality Birch, Gum and Lauan 
(Philippine Mahogany), please the most discriminating fashion 
and beauty experts. You'll find them in modern homes every- 
where. 


WISCONSIN KNIGHT QUALITY—With the new floating GRID 
core, all wood, these better flush doors offer 
the peak in quality construction. Two _lock- 
blocks, western softwood core materials, air 
vents—all the better features. Available in hol- 
low, half-solid and full-solid core construction, 
with or without lights, interior and exterior 
models. 


WISCONSIN KNIGHT COST—The lowest in the 
nation for doors of this quality. It can’t be 
matched as a fast selling, satisfying product 
in the competitive flush door market. Compare! 





Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, It lifts up to 1,200 Ibs. 
with tinger tip control, 














BRAINS 


F Built to rigid specifica- 
ions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
‘ion. Palletized materials 
ere moved in one easy 
operation. Write Twin-Tilt for literature 

describing-in detail how you can Write, wire or telephone collect — TODAYI 

save labor costs whatever the 


size of your operation. 


Distributors are invited to inquire for full par- 
ticulars of a high-profit sales opportunity. Re- 
tailers: Ask for the name of the distributor 
nearest you! 

















TWIN-TILT TRUCK CO. 


DEPT. AL, P. O. BOX 


Wisconsin Hoor Company 


} ST. BERNARD. CINCINNAT 7,0 


TExas 4-8008 
10101 Lyndon Ave. Detroit 21, Mich. 
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Annual Sales Conference, Crawford Door Company 


This photograph shows the grand 
ballroom of the Hotel Leland in De- 
troit where more than 125 Crawford 
distributors and their sales managers 
recently assembled for the Sixth An- 
nual Sales Conference of Crawford 
Door Company, makers of the well- 
known Crawford Marvel-Lift Doors. 





The conference included three full 
days of discussion in which the en- 
tire group participated. The grand 
banquet on the final day of the con- 
ference was highlighted by the pres- 
entation of all-expense trips to Ha- 
vana as sales achievement awards to 
five leading distributors. 





Midwest Section of FPRS 


to Meet in Clinton, lowa 

The midwest section of the Forest 
Products Research Society will hold 
its fall meeting October 9 and 10 
in Clinton, Iowa, according to a re- 
cent announcement made by George 
W. Stanley, Jr., Chicago, midwest 
chairman of the society. 

Mr. Stanley, chief engineer of the 
Hegewisch Division of Pressed Steel 
Car Co., Chicago, has appointed past- 
midwest chairman, F. F. Beil, direc- 
tor of research, Curtis Companies 
Incorporated, Clinton, Iowa, conven- 
tion chairman. He will be assisted 
by E. A. Patton, Curtis Companies’ 


research engineer, in making ar- 
rangements for the fall meeting. 

The Hotel Lafayette, in Clinton 
will be headquarters and it is ex- 
pected that a large number of mem- 
bers will attend. A timely and inter- 
esting program has been planned for 
the sessions. 

The membership of the Society 
consists mainly of technical, research, 
and production men and suppliers of 
equipment and products of the forest 
industry. The present membership 
of the Society numbers over 2500 and 
is steadily increasing. Membership is 
open to citizens of the United States, 
its possessions, and democratic coun- 
tries of the world. 





Hagerty Moves Offices 
to Dallas, Tex. 


R. O. Hagerty, southwest division 
sales manager for United States Gyp- 
sum Company, has moved his oi‘ices 
from U.S.G. headquarters in Chicago, 
to 6810 Harry Hines Blvd., in Dze!las, 
Tex. Hagerty, widely experienced in 
the construction 
U.S.G. man for 11 years, says, “the 
continued expansion and importance 
of the building industry in the Scuth- 
west area has always been recoguized 
by our company. We expect this 
move to result in better sales service 
to our many friends and customers in 
the Southwest building industry.” 


George Carr Heads 
Maher Brothers Corporation 


A syndicate of Connecticut busi- 
nessmen headed by George E. Carr 
of Norfolk has purchased the con- 
trolling interest in the Maher Broth- 
ers Corporation, Greenwich, one of 
the state’s largest building materials, 
lumber, coal and oil concerns. 

Mr. Carr, who is section chief of 
the Industrial Materials and Manv- 
facturing Section of the District Of- 
fice of Price Stabilization in Hart- 
ford, is general manager of the firm. 

Others in the purchasing syndicate 
are James B. Maher, son of the firm’s 
founder; Judge Archibald Tunick and 
Fred Hartzsch, all of Greenwich. The 
concern was purchased at an _ unan- 
nounced figure from the estate of 
John B. Maher. 

James Maher has been associated 

















No. AL-82. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 








Bx to Satisfaction \ 


DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt 
Shipment 


r THE GRISWOLD LUMBER GO. 5 


rv Lumber 


STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 


Dependable 
Values 
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SRAVITY & POWER 


CONVEYORS AFFILIATED 
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MILL INTERESTS: 


Vanufacturers and U holesale Distributors 


FAILING BUILDING 
Telephone ATWATER 8319 


Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
13 Million Feet Annvel Cot 


PORTLAND 4, OREGON 





43 Milken Feet Anavol Cv! 
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You'll Sell More 


Quality Sink Top Installations 
When You FEATURE... 
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WHOLESALE DISTRIBUTOR. 


ene! 








SPECIALIZING IN 


~ PONDEROSA PINE 
“DOUGLAS FIR 
: Sa _> REDWOOD 





100% SANITARY -EASILY INSTALLED 
100% WATERTIGHT - COMPLETELY 


SELF-SEALING g ink Gg. 





You sell more because you have more to offer. Your cus- 
tomers will appreciate HUDEE'S watertight and sanitary 
features and you can confidently guarantee a perfect 
sink-top installation every time. Use HUDEE features as 
a leader in your sales of sink cabinets, sink tops and com- 
plete kitchen remodeling jobs and profit "ALL-WAYS." 


Cross-section shows how the sink top 
covering, sink frame, and sink bowl 
are efficiently combined to make a 
self-sealing unit. Interlocking lug and 
frame serve as sink hanger. Tighten- 
ing screw forces bowl securely under 
the inside flange of frame and pulls 
outside flange tightly over the sink 
top covering. 


(eo.J.Silbernagel [izeameterscsmerses 
NEE nln ZSLLA andr 


8 S. Michigan Ave., Chicago 3, Ill. MANUFACTURERS AND DISTRIBUTORS 


Telephone RAndolph 6-0540 225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
IN CANADA—WALTER E. SELCK AND CO. LTD. — TORONTO 
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with the firm for 31 years. 

A 25-year veteran of the lumber 
business, Mr. Carr is president and 
treasurer of the Brown Company, 
Norfolk; secretary-treasurer of the 
Canell Company, Winsted, and found- 
er and first president of the Tri- 
State Reserve Supply Corporation of 
Salisbury which has 21 lumber yards 
in three states. 


Curtis Elects New Directors 


Curtis Companies Incorporated, 
Clinton, Iowa, manufacturers of Cur- 
tis Woodwork, recently elected two 
new directors to serve on the com- 
pany board: J. K. Cozier, Cleveland, 
Ohio, and S. §S. Cook, Chicago, Il. 
Mr. Cozier is president of the Cozier 
Container Corporation, of Cleveland, 
large manufacturers of wood boxes 
and containers, and is connected with 
saw mill operations in Idaho. Mr. 
Cook is manager of the Chicago Divi- 
sion of Curtis Companies Incorpo- 
rated. He joined the Curtis organi- 
zation in 1917, shortly after gradua- 
tion from the University of Illinois. 
Until 1936, when he became Curtis 
manager in Chicago, he was with the 
Curtis Clinton organization and was 
engaged in advertising and sales work, 
and was in charge of the Curtis Com- 
panies Service Bureau. 

The Curtis shareholders also re- 
elected holdover directors as follows: 
C. A. Armstrong, E. J. Curtis, Jr., 
G. L. Curtis, G. M. Curtis, H. H. 


Hobart, FE. B. Oyaas and R. S. Whit- 
ley. 
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d) left to right: Mrs. J. C. Fellows, Mrs. Harry Jordan. 
Mrs. J. Raymond Peck, Mrs. H. A. J. Evans, Mrs. J. 
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B. McLeod, Mrs. Virgil 


Leech, Mrs. Don A. Weidler, Mrs. H. C. Jacquess, Mrs. C. J. Atkinson, Mrs. G. FP. 


Roswell, Mrs. R. S. 


Osgood, Mrs. J. K. McCormick. 


Mrs. Frank J. Co:nolly 


was not present at the time picture was taken. 


SECOND ROW, (1. to r.): 
Scrim, J. 
Swafford, 
Virgil Leech, H. 
THIRD ROW, (1. to r.): 


Daniel R. Forbes, G. F. 


mundsson, George P. Purchase, C. J. 


Don A. Weidler, Miss Mary McCormick, George PD. 
B. McLeod, Walter G. Scrim, Frank Rawolle, Harry Jordan, Stanton 
Roswell, J. 
A. J. Evans, Howard R. Black, F. 
J. K. McCormick, A. 
Hal. Von Breton, J. C. Fellows, Frank J. Connolly, H. C. Jacquess, J. S 
Atkinson. 


Raymond Peck, R. S. Osgood. 
B. Shelnutt. 

C. Peterson, Russell Stadelman, 
Gud- 





Annual Meeting of Philippine Mahogany Association, Inc. 


Once again Colorado because of its 
convenient central location and beau- 
tiful resorts was chosen by the Philip- 
pine Mahogany Association, Inc. for 
its annual convention. This national 
organization consists of the lumber- 
men who are importers of the fine 
hardwood produced in the Philippine 
Islands. 

The annual meeting was held from 
July 18 to 16 at the Stanley Hotel in 


Estes Park, which has one of its 
public rooms finished in Philippine 
Mahogany. 


According to Walter G. Scrim, 
president of the association, this meet- 
ing was the largest and most success- 
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TO VOLUME 
SALES! 


W ® Specially Treated Stain. Ex- 


@ PAPOOSE — the most 
economical Redwood 
Combination. 


PHONE OR WIRE FOR FURTHER INFORMATION 


YY Featherhela 


MANUFACTURING COMPAN 
8205 Lyndon, Detroit 21, Mich. 
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yet gently. 
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PERMANENT MAGNET 


USE Leco-Latches FOR: Kitchen Cabinets e Medicine 
Cabinets e Music Cabinets e Tool Cabinets e House 


Easily 
NATIONALLY ADVERTISED — 


ful yet held. Members from all parts 
of the country reported an increasing 
demand for Philippine Mahogany 
from all of the wood-using industries. 
Available in solid lumber, plywood and 
veneer, Philippine Mahogany is widely 
used by the building, furniture and 
boat building industries. 

Many of the members who attended 
were accompanied by their wives. 
Entertainment during the evenings 
was afforded by a committee consist- 
ing of Mrs. Robert S. Osgood, Mrs. 
Frank J. Connolly, Mrs. J. Raymond 
Peck and Mrs. H. A. J. Evans. 

The annual dinner of the association 
was held Tuesday evening, with Virgil 


MAKE EXTRA PROFITS with 


15 se pam jend 


LECO PERMANENT MAGNET 





Trailer Cabinets @ Ship and Boat Lockers @ Any 
clusive Interlock & Ventilat- Cabinet Door! 
ing Features. 
© 5 Quarter Frame. Exclusive Lasts forever — nothing to get out of order. Works jer 
Territories Available. Price fectly — even if doors sag or warp. Doors open easily 
ist & Semple on Request. without snap, noise or jerk. Holds door in place firm'y, 


installed. Improves appearance. 


In Better Homes & 


Gardens, House Beautiful, Sunset, Popular Mechanics. Be 
sure you stock and display Leco-Latches, to take full «¢- 






Phone 
(WeEbster 
3-3722 


vantage of this powerful promotion! 


For literature, prices and name of distributor, write 


- Laboratory Equipment Corporatior 
St. Joseph 17, Michigan 
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ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
WRITE FOR CATALOG AND PRICES 
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Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 





WOODLIFE 


protects wood against: 
Warping 
Swelling 
Shrinking 
Checking 


Grain-raising 


WOODLIFE 


You Need A 
WOODLIFE 
Treating 

Tank! protects wood opcat 


) Staining (discoloration) 
Termites 

Lyctus beetles 
Carpenter ants 


The public wants pre- 
servative-treated wood! 


You can supply it at WOODLIFE 

reasonable cost and with 

profit to yourself. No makes an excellent base for: 
duplicate stocks — no ao 

waiting for delivery Enomel 

from a distant point. A Oil Stain 


WOODLIFE tank in your Putty 
yord makes the many 
benefits of WOODLIFE— in 
proven in over 17 years 
of use — readily avail- = 
able to all your cus- 
tomers. 







WATER REPELLENT 
PRESERVATIVE 





y PENTAchlorophen of 
See your Jobber or write to... 


PROTECTION PRODUCTS MFG. CO. 








Kalamazoo 106, Michigan 








WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 


Te I. Koza Company 


WHOLESALE LUMBER 








© 1791 HOWARD STREET — CHICAGO 26, ILL. 
. TELEPHONES: ROGERS PARK 4-7148 & 4-7149 

















CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 
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Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 
& 

End-Matched PINE, OAK, 
MAPLE AND GUM FLOORING 


B Modern Moore Kilns — Planing Mill Facilities 


Members: 
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AL RR RIE ES 
SOUTH CAROLINA 
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Leech as master of ceremonies. 

Among guests in attendance at the 
meeting were: Harry J. Jordan, rep- 
resenting the Philippine Lumber Pro- 
ducers Ass’n., Manila, P. L; A. C. 
Peterson, Bufflin Company, Tacoma; 
J. S. Gundmundsson, Wood Mosiac 
Company, Louisville; Don A. Weidler, 
Weidler Lumber Co., Chicago; W. L. 
Ostoff, Hallack & Howard Lumber 
Co., Denver; D. R. Forbes, Association 
Counsel, Washington, D. C., John C. 
Fellows, Fellows Advertising Agency, 
Los Angeles. 

Officers elected are: President, 
Walter G. Scrim, elected to this for 
the 20th consecutive year; Vice-Pres- 
ident, Howard R. Black; Secretary- 
Treasurer, George D. Scrim. 

Directors elected: Walter G. Scrim; 
Howard R. Black, Frank J. Connolly, 
John G. Ziel, S. M. Nickey, Jr., J. K. 
McCormick, Henry Thompson, J. W. 
McLeod, H. A. J. Evans. 

George P. Purchase continues with 
the association in the capacity of 
Recording Secretary. 


COMPANIES ANNOUNCE 


H. W. Van Natta, of Atlanta, Ga., 
has been appointed supervisor of 
sales warehouses for Harbor Ply- 
wood Corporation, Aberdeen, Wash. 
Mr. Van Natta has had many years 
of experience in merchandising ply- 
wood and related building materials, 
having been associated with Harbor 
Plywood Corporation and one of its 
predecessor companies for 23 years. 
During the past three years he has 
served as manager of sales outlets in 


e modern 


e attractive 





both the Georgia and Florida areas 
and for 13 years prior to that time 
was manager of Harbor’s Atlanta, 
Ga., sales branch. In his new ca- 
pacity Mr. Van Natta will be re- 
sponsible for operation of Harbor’s 
warehouses at all locations through- 
out the United States. 


J. J. Fitzpatrick Lumber Company, 
Inc., wholesale lumber firm, recently 
elected Ralph J. Simeone vice-presi- 
dent in charge of sales. Mr. Simeone 
is in charge of the company sales 
offices in Detroit, Mich., Chicago, II1., 
Rockford, Ill., Hammond, Ind., and 
Milwaukee, Wis., in addition to han- 
dling all of the sales of the general 
office in Madison, Wis.; he is also in 
charge of sales for the two subsidiary 
manufacturing companies—Chippewa 
Lumber Industries at Glidden, Wis., 
and the Miller Mill & Mfg. Co. at 
Joseph, Ore. Mr. Simeone, who 
joined the company in 1947, is a di- 
rector of the J. J. Fitzpatrick Lum- 
ber Company, Ince. 


Thomas A. Stratford was appointed 
to the newly created post of assistant 
manager—Product Development and 
Advertising, according to Don W. 
Dawson who heads up these activities 
for The American Welding & Manu- 
facturing Company, Warren, Ohio. 
Mr. Stratford joined American Weld- 
ing, following seven years with the 
Lamp Division of General Electric 
Company in Cleveland where he 
served first as assistant manager of 
media advertising and more recently 
as community relations representa- 
tive. 








The first 
timely articles on the lat- 
est time-and-labor saving 


in a series of 


techniques in house con- 
struction start in AL& 
BPM in the next issue, 
Sept. 8. The title of this 
series is “These Short 
Cuts Slice Construction 
Costs.”’ 


Gus Meissner, the author, 
is an authority on estimat- 
ing and construction prob- 
lems. He promises to an- 
swer your question. on 
these subjects. 


Watch for the first article 
in this series—Sept. 8. 





OBITUARIES 


PAUL J. PELTIER, 70, active for 
50 years in the millwork business in 
Missouri, Arkansas and New York 
until his retirement two years ago, 
died at his home in Lake View, Long 
Island, August 5. Mr. Peltier was 





for new construction.... 


and home remodeling 


Precision engineered, quality 
built, easily installed by the 
carpenter on the job. Be first 
with the best in your area. 






Write for prices and discounts 
DEALERSHIPS OPEN 


SLIDING s ASH CO. 7054 Laurel Canyon Blvd. » North Hollywood, Calif. 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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THE DURABLE LIFETIME LUMBER 


NOYO, “Chief of the Redwoods,” is the spirit of helpful service that 
has characterized the Union Lumber organization for over half a 
Century. Put NOYO to work for you on your next order for Redwood. 


INTERIOR: Trim and Paneling, EXTERIOR: Sidings, Finish, 
Moulding, Ceiling Gutters, Log Cabin Siding, 
Moulding, Shingles, Pickets 


COMMON GRADES: Boards, 
ceil INDUSTRIAL USES: For tanks, 
SHOP LUMBER: All thicknesses pipe, cooling towers, greenhouses 


write or phone nearest office 


UNION LUMBER COMPANY 


Manufacturers 
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It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 














*Registered Trade-mark 







Prompt shipment of most 
sizes and grades, 






Send us your inquiries. 
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THE OZARK OAK FLOORING CO. 


LUMITE DIVISION 
CHICOPEE MILLS INC. 
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SARAN SCREEN CLOMM 


t Nationally advertised 
gTPROOF: Lumite—the ideal screen 
RU cloth for every exterior use 
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sTAIN hardware, woodwork and 
t building supply wholesalers. 
RABLE: Order now! Write for FREE 
sample and information. 


40 WORTH STREET, NEW YORK 13, 
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eastern sales representative for the 
Buffelen Manufacturing Co., Wash- 
ington Veneer Corp. and the Mutual 
Fir Column Co. He represented the 
Buffelen Manufacturing Co., Tacoma, 
Wash., at the time of his retirement. 
Previously, he was Eastern repre- 
sentative of the Pacific Mutual Door 
Co., Tacoma, Wash., and started his 
millwork career with the Huttig Sash 
& Door Co., St. Louis, Mo. 


ARTHUR ROSE, 67, died recently 
in the West Suburban hospital, Chi- 
cago. He was associated for 42 years 
with the Rubberset Co. In 1950 he 
retired as manager of the company’s 
Chicago office. 


ARTHUR L. SWANSON, 59, gen- 
eral credit manager for Masonite Cor- 
poration for almost 22 years, died 
August 5 after a brief illness. He was 
widely known in lumber dealer circles. 


JOSEPH W. DEAL, JR., 44, vice- 
president and general manager of 
T. M. Deal Lumber Company, Wich- 
ita, Kan., died suddenly at his home 
August 5. 

Mr. Deal went to Wichita in 1947 
to head and manage the T. M. Deal 
Lumber Company. He was a nephew 
of T. M. Deal. His business activities 
took him to the company’s lumber 
yards throughout the Southwest. 

Mr. Deal was born in Kansas Citv, 
Mo. He was graduated from Dart- 
mouth college in 1929. Following his 
graduation, he became associated with 
the Long Bell Lumber company, until 
he joined his father, J. W. Deal, Sr., 


in the lumber business at Laramie, 
Wyo. He was in business there until 
five years ago when he went to Wich- 
ita. 

He was a prominent civic and com- 
munity leader, taking a leading part 
in the activities of the Wichita Cham- 
ber of Commerce. He played a key 
role in Community Chest work, and 
for the past three years played an 
active part as a member of the budget 
committee. 

Mr. Deal was a director of the 
Kansas Sales Executive and a mem- 
ber of the Southwestern Lumbermen’s 
association. 


Answers to What's Your Answer? 
Stop! 


1—Build up a catalogue file. See p. 35. 
2—Superior Wall Products Co., Phila., 
Pa. Their wallboard is Superlite. 
3—A well selected alley scene littered 
with trash cans. See story p. 46. 
4—Asbestone Corp., New Orleans, La. 
See their Chroma-Tex ad p. 37. 
5—Salesman. See story p. 54. 
6—The Macklanburg Duncan Co. of 
Oklahoma City believes it is synon- 
ymous with weatherstripping. 
7—About 4% or $100,000. See story 
p. 27. 
8—lInland Steel Co. See ad p. 88-9. 
9—Acme Steel. See ad p. 54 
10—If he’s anything like us he’s con- 
fused too. See Washington Re- 
port p. 7. 


Read questions on page 57. 








IS TREATED WOOD THE 
ANSWER? 


(continued from page 45) 





happen. If lumber can be made 
rot proof, termite proof, and 
fire proof—then why not use it! 
Preservatives can triple the life 
expectancy of lumber, and some 
salt preservatives actually re- 
tard fire. 

Another reason for promot- 
ing treated lumber is the prob- 
lem of timber conservation. We 
need to conserve our forests, 
and treated lumber is one way 
of doing it. Every time we sell 
a customer white or untreated 
lumber for outside use, we are 
starting a chain of events that 
will eventually make a con- 
crete-convert out of him. You 
can be sure he will build his 
next house with concrete—con- 
crete floor, concrete walls, and 
concrete roof, using lumber 
only for doors and perhaps a 
few kitchen cabinets. I am not 
saying that concrete doesn’t 
have its uses in home construc- 
tion; it does. But I am saying 
that concrete is being used 





Birch flush doors of all-wood, 
7-ply construction with at- 
tractive birch faces. Bonded 
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UNIT PACKAGED 
FLOORIN 
desired 3 


. . ity maple flooring from J. W. Wells, 
with water resistant glue, Menominee, Michigan. Used by builders year after yecr, 
accurately cut and sanded is ideal for homes, schools, industria 
jobs — wherever superior flooring is 
desired. For economy, builders nn 
0 smooth. Two lock blocks DIAMOND HARD 2nd 8 
for hanging from either side. wd pony Be ” 
Exterior or interior models. Whatever your flooring © “Ast, and : 
( 4 f : . needs, we ean fill ond 3rd 
Low-priced—higest quality. them! << _ Seaces 


of the 


ferred thicknesses; complete 
stock sizes. Door Panels are 
3-ply, meet Bureau of Stand- 
ards specifications. 


CENTRAL FLORIDA 


DOOR AND PLYWOOD CO. 
PHONE 3-4187 


ORLANDO, FLORIDA e 
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Write today for prices. 


Select birch or fir plywood 
finest manufacture. 
Exterior and interior. 


Panels in all grades and pre- 


L.C.L. OR CAR SHIPMENTS AVAIL- 
ABLE FROM OUR NEW WAREHOUSE 


Stock 


J. W. WELLS LUMBER COMPANY 


Menominee, Michigan 
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2 || We can SELL it HOLT HARDWOOD CO. 
" for YOU! 
Yes Sir, American Lumberman’s classified adver- Manufacturers of 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for you! Check the dozens of MAPLE ® BIRCH * BEECH ® OAK 
ads now appearing in this issue—we’ll do a good 
‘ad b as proved by the many repeat classified adver- STRIP ° BLOCK 
oy tisers through the years. ann 
Don’t forget that American Lumberman reaches 
ome 25,000 interested persons every other Mon- HERRINGBONE 
Y day in its nationwide distribution. Check the clas- FLOORING 
fied pages for rates or send us your ad and we'll 
quote you our best rate. e 
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30 Days Free Trial 


Custom Kiln Drying 
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CIRCULAR 
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where wood should be. We all 
know that a house with con- 
crete floor and walls doesn’t 
compare with wood for dryness 
and warmth. Probably the best 
all-around house today, at least 
for this area, is a block house 
with furred walls and a wooden 
floor. But it still has to be rot 
and termite proof—the wood 
parts, I mean. There again we 
can see how necessary it is to 
sell only treated lumber. 

I sincerely believe that the 
salvation of declining sales lies 
in the promotion and sale of 
treated lumber—whether it be 
our process or someone else’s. 





president, secretary and direc- 
tor of the Corinth Lion’s Club, 
Mr. Sandy is now a district gov- 
ernor of Lion’s International. 
He has also been active in 
YMCA, Red Cross, Tri-State 
Fair and the 4-H Club and 
church activities. 

The most important factors 
in the growth of his firm is M. L. 
Sandy’s use of new merchandis- 
ing ideas and a keen desire to 
be of service to his fellow men. 
Inventory Facts at 





HOME-PLANNING SERVICE PAYS 
OFF 


(continued from page 42) 





BOOKKEEPER TO OWNER 


(continued from page 30) 





ing by a paint manufacturer. 
Mr. Sandy’s a busy man. Yet 
he still finds time to engage in 
civic and trade association ac- 
tivities. He is a past president 
and currently a director of the 
Mississippi Retail Lumber Deal- 
ers Association. He is a member 
of the Public Affairs Committee 
of the National Retail Lumber 
Dealers Association. A former 


and sign painting. 

Seale keeps a list of 24 con- 
tractors on file. Some of these 
contractors specialize in new 
construction while others do re- 
pair work or modernization. 
Seale stipulates that the con- 
tractor picked to do the work 
must buy his materials from 
him. 

After the job gets under way, 
B. R. Roper, director of the 
planning department, makes a 
weekly inspection and compiles 





a complete report which is dis- 
tributed to all officers of the 
company. 

An example of how the firm’s 
promotion and planning de- 
partment creates business was 
shown last year when the Bir- 
mingham Chamber of Com- 
merce inaugurated its Business, 
Industry and Education Days 
—a cooperative plan whereby 
teachers (and sometimes stu- 
dents) visit business places and 
business leaders visit schools, 
The Seale Lumber Company 
conducted 10 teachers through 
its entire operations. Out of 
this group the firm sold one 
new home and two moderniza- 
tion jobs. This year 16 teachers 
will visit the Seale operations. 
This is another promotion that 
Seale owners recommend to 
every dealer. 

The essence of Seale’s pack- 
age plan is to handle a maze 
of detail that is unfamiliar to 
the customer. The policy not 
only brings in non-competitive 
business, but a lot of jobs that 
could be a long time in coming. 
The customer is made to feel 
that Seale has a personal in- 
terest in serving him capably, 
efficiently and sincerely. 
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Long Beach, Calif. 


PLYWOOD 


Birch Plywood, and fine Fir 
Plywood from the heart of the Douglas 
Fir country. Stock Panels in all grades 
Complete 
stock sizes. 3-ply Door Panels to meet 
Bureau of 
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Servicing all states West of the. 


Five experienced men to serve you. 


Write today for prices and com- 
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